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—for all indoor sports—and 
wherever rugged footwork counts! 

















Stars! Leaders of the selling parade in sports shoes— 
Keds are known the athletic world over for the fine 
performance they deliver in comfort, durability. 


Keds are favorites for the sure-footed drive they put into 








ct games, the way they reduce fatigue. So many famous 










exclusive scientific features are built into Keds—they sell 














eee 
sede themselves! 
Bill Keds as star attractions in your window, on your 
counters. Keds are Champ traffic makers. 

SHOCK-PROOF 
ARCH CUSHION 

, Holds the foot cradled against The Best Known Name in Canvas Rubber Footwear 

jolts and jars—reduces fatigue. Nationally Advertised for 28 years 


Famous for years—the result 
of extensive research. 
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TRACTION SOLES 
They give a grip on footwork 
in thrust and counter-thrust 
action. Safe, non-slip footing. 

















TAILORED 
TWO-PIECE TOPS 
Meticulously smooth insides 
—no seam ridges to blister 
or chafe. The slant-cut top 
allows tight support lacing 

without binding. 


"Keds 
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The ultra modern shoe fabric . 
Cheney Bros. fabrics for the Shoe and 


Handbag Industries are produced under the 


supervision of Mark Bortman, member 


of the Society of the 


. with a wonderful 
texture and great adaptability. It’s wear proof. 


abrasion proof, water resistant and easily cleaned 


Plastics Industry, and 
leading consultant in the field of synthetics 


Cheney Bros. NYLON SHARKSKIN is available now, from 


HAMPSHIRE TEXTIL 
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BOSTON. MASS- 
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Army Russet Oxford, 
Allenite Tip. 
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THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN — 
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Independence Is A Wonderful Thing! 






































Holland-Racine Dealers 
place a high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeing eye = BOs ty - COLLIER’S - LIBERTY - ESQUIRE 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 


Foot COmpoRt fom MEN 





PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 
Three comprehensive, Netionally Advertised lines — and as the ads say: sold only 
oy independent dealers who are professional hands at shoe fitting; double assurance 
of customer satisfaction. 


HOLLAND-RACINE SHOES, INC. MICHIGAN 
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70 Years of Tanning “Know-How” 
GLOVERSVILLE NEW YORK 
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STYLE 
No. 8804 





For a short-cut to wisely balanced stocks in your vital children’s and misses’ departments, S 
look into this established applauded brand. In Pollyanna you have a single resource from tots 
to teens...shoes with proved foot-health features and finer fit...made with dependable 


Pennsylvania craftsmanship. That’s why Pollyanna is the spotlighted name in leading stores. 





A.$. KREIBDER SHOE CO 


NEW YORK CITY SHOWROOM 
Marbridge Bldg., 47 W. 34 St. 





ANNVILLE, PA. 
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@ The habit of indiscriminate buying is giving 
way to more careful planning of purchases. You 
will feel the impact of this trend to “shop 
around” —and will want to offer your cus- 
tomers the best value possible. All dur- 

ing the war when inferior merchandise 

flooded the market, high Walk-Over 

standards remained the same. Famous 


Walk-Over quality, maintained 


against tremendous odds, will 


stand behind you during the 


years to come. 


New York Sales Rooms 
Marbridge Building—822 and 906 


Geo. E. Keith Company 
Brockton 63, Mass. 





December 15, 1946 





Tony waved his arms wildly. “No, no, Mr. Mar. 
tin, no more haircuts today.” 

“But, Tony,” | pleaded, “they're making me Su- 
preme Master of my lodge tonight.” 

Tony slapped his hand to his forehead. “Madre 
mia! For the last time, no. My feet won't take it.” 

“Cut my hair and I'll solve that foot problem for 
you,” I bargained. 

Tony shook his head sadly. “It’s no use, Mr. Mar- 
tin. Already I try everything.” 

“Ever had shoes made with Armstrong’s Cushion 
Cork? You'll find them really comfortable, Tony. 
They're worth a try.” 

Tony hesitated and twisted his moustache for a 
moment. “All right, I try it, but... we switch the 
cart with the horse. First shoes, then haircut.” 

Almost before I realized it Tony had me around 
the corner to my store. He eyed me hopefully as | 
slipped a pair of 101, Charlies on him. “All right, 
try those for real comfort,” I said. 

Tony walked around me, at first slowly, then 
faster. A smile began to light his face. Suddenly he 
whipped out his comb and scissors. With practiced 
hands, he snipped at my hair, clucking to himself 
as he danced about. “These’l! be fine, yes, real fine.” 

I ducked away from his busy scissors. “They'll 
still feel fine, Tony, even after you've been on your 
feet all.day.” 

Tony spread his arms wide. “Why you waste 
sales talk now? I wish I could wear them in the 
shop right away.” 

“You can, Tony. Cushion Cork helps make 
breaking-in easy.” 

Tony laughed, snipping at an imaginary head 
of hair. “O.K. I keep them on. Now,” Tony said 
as he bowed low, “we go make you look like Grand 
High Master. Siete pronto?” 

+ * . 
You won't have to bargain to sell shoes made with Cushion 
Cork when you tell customers about its extra comfort ad- 
vantages. Be sure to specify Cushion Cork on your next shoe 
order. It is available in leading men’s, women’s, g 
and children’s shoes. Armstrong Cork Company, 6 


Shoe Products Dept., 9612 Arch St., Lancaster, Pa. 


Cashion Coe 


ADDS COMFORT TO EVER 


* Reg. U. S. Pat. Off. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS « FLEXICORK* «+ FILLERS * CUSHION CORK + CORK COMPOSITION 
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Women of every age, from the time they 
are old enough to vote, place as much im- 
portance on foot comfort as.they do in 
style. The answer to their demand for style 
without the sacrifice of comfort — or com- 
fort without the sacrifice of style — is in 
Drew's smart tailored styling and Drew's 
sculptured-to-the-foot fitting features. 


Serene 


No. 7931 — Satin Mat 
Kid, Patent Trim, 176 
Last, 15/8 Cuban 
Heel. 





Drew's 7 Basic Lasts, patterns cor- 
related to each individual size 
and width, snug-fitting backparts 
scientifically graded to every var- 
iation between sizes and widths, 
free-fitting foreparts, full ball 
tread, ample toe room, exclusive 
cup eel seats, Vita-Pedic 
Arch and Metatarsal Cushions 
and many other essential orthope- 
dic features make fitting Drew 
Shoes a distinct pleasure. 


DR. HISS BALANCED SHOES 


For Correct Foot Function 


New York, 746 Marbridge Bldg. 
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LET'S KEEP GOING! 


The opportunities for building or expanding a 
















sound children’s shoe business have never been 


greater. The line to do it with is LITTLE YANKEES! 





Wuie others hesitated and held back, the Yankee Shoemakers showed its faith in the 


future by building, in the past few months, a second factory at Portsmouth, New Hamp- 





shire. This factory is now in operation. Our main factory at Newmarket, New Hampshire, 


continues to run at capacity. 





PRICE POLICY: Our price policy today, as always, is to keep those retailers who sell 


LITTLE YANKEES, our all goodyear welt line, advantageously competitive with other 





shoes in the same price and quality field. With leather prices continuing very high and 








deliveries of sole leather slow, there are difficult days ahead for the shoe merchant. To 


help bridge this period, the Yankee Shoemakers continue their low prices. 











CREEPERS, sizes 4 to 6 $2.45 CHILDS, sizes 8% to 12. $3.35 
INFANTS, sizes 61% to 8. $3.00 MISSES, sizes 12% to 3. $3.60 
Terms: 5%—30 days 


NEW DEALERS: We invite inquiries from a limited number of good merchants in terri- 
tories not already covered by LITTLE YANKEE dealers. 








THE YANKEE SHOEMAKERS 


A Division of the 


SAM SMITH SHOE CORPORATION * NEWMARKET. NEW HAMPSHIRE 
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A pretty sharp laddie was Sammy ORile 


=>, He always insisted on next as style 


, WZ 
i) \ , WN But the shoes that our Sammy considered so neat 
| Tormented his toes and blistered his feet. 


n poor Samuel learned, yes Sammy got hep 
> Wright Arch Preserver’s light, youth-keeping step. 


Now Sammy steps out — 
ah, folks, what a sight! 


His smile tells the tale— 
Arch Preservers by Wright. 


the many stores who é 
the Wright Arch Preserver 


Patience, please, for a while longer 


E. T. WRIGHT & CO.,, 


ROCKLAND, MASS. 
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Colonial ay Pagers * 
... now it’s Shs, G tocol A 


Hot Chocolate is that wonderful, We don’t attempt to show Hot Chocolate 
deep brown patent leather that smart here... printer's ink can’t even approximate 
manufacturers are fashioning into beautiful its depth and richness. But we'll gladly 
shoes and handbags for smart women to buy. send you samples if you'll write us for them. 


COLONIAL ranninc COMPANY - BOSTON, MASSACHUSETTS 

















{ICKerriNOS DIVISION MARILYN SHOE CO., 1229 W. VINE ST., MILWAUKEE, WIS. 
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THE QUALITY ELASTIC BACKING 


There's a bright future for patents backed with Firestone Contro. 
For Contro's the elastic backing that gives all shoes custom-like 


fit... keeps them in shiny-new shape... keeps customers 
coming back for more. It holds and molds, gives and bends with 
every step...and it keeps its control with miles of wear. 
Contro’s the only elastic containing Vitalin, 


the life-giving rubber vitamin! 
Write Firestone, Akron, or our New York Sales Office, 
Empire State Building, New York 1, New York, for further information. 


*®REG U.S PAT OFF 


Listen to the Voice of Firestone Monday Evenings over NBC 
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BUT BUYERS APPRECIATE CASUALS’ 
EXCLUSIVE CONSTRUCTION FEATURES, TOO 


Style is important— and no shoes are handsomer than Cross Country CASUALS. 
But buyers look further than style — and here Cross Country CASUALS score 
again. Look at CASUALS’ important construction features. 


V Hand-lasted-cement process. 

V Hand applied leather wrapper, covers wood wedge heel, and cork platform for 
heat and shock resistance. 

Vv Rich, glossy hand-rubbed bootmakers finish. 


Vv Exceptional shape retaining — a feature of uppers — (Pat. appl. for.) 







VV Comfortable as bedroom slippers from the start because they are hand-flexed at 
the factory. 











NO NAILS, 
TACKS, 
OR STAPLES 


USED IN CONSTRUCTION 


-- A na 





RETAIL PRICE a : 

s % Newly styled last and toe for 

about: . 9 comet real masculine appearance. 
° 


Write for full details. 
Light and comfortable enough for a house slipper (average 


> wt. 24 oz. pair), rugged enough for hiking— CASUALS are at 
home anywhere. And look at these wear features: tough Panolene 
RNS a I soles, leather counter pocket, and leather insoles. There’s so much 
handling this fast seller; new about CASUALS... they are making shoe history. 





— calling on better 


write direct to factory for 


information. J This identifying lrade-name on heel fad 
I “ your Shsnranes of Duality. 


Cross Country Casuals, Inc. 


a 140 First Street, Cambridge, Mass. “a 
































































THE JUVENILE a 
FOR YOUR STORE. 


Rea Goose Shoes in your juvenile shoe de- 





partment mean increased volume .. . for the 
traditional high quality standards of Red 
Goose Shoes have built for them an enviable 


consumer demand.’ BEST KNOWN 
These smartly styled, superbly constructed JUVENI LE een 3 

shoes bear the approval of the young set... 

and their long wearing qualities have made TRADE MARK IN 
them tops with brand conscious parents, who 77." Ba 2 Kem! 


demand the finest for their youngsters. 


The Red Goose line is backed by a power- 
ful national advertising campaign... this cam- 
paign reaching all sections of the nation... 
directing the attention of millions of readers to 


the features of this line of juvenile footwear. 


At the present time, our entire production is 
being distributed among our established 
dealers, however, we welcome the oppor- 
tunity to discuss placing Red Goose Shoes in 
your store when a larger supply is available. 





“HALF THE FUN OF HAVING Fee. 







RED GOOSE DIVISION + INTERNATIONAL SHOE COMPANY ~< ST. LOUIS 
IIB FER a ES 
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Two-Way Boots! 





Fashion minded girls love A ¥ 
these two-tone brown Radar " 
boots turned down to show ‘ 
casual smartness of beige : a = 
cuff. Easy-to-clean rubber lin- - Pe 


ing avoids ringing hosiery! 


y 














Cambridge . . . pioneer specialist 
r 
in stylizing stormy-and-cold-weather 
footwear ... brings you a variety of 
styles and convenience features for 


your 1946-47 merchandising. 





CAMBRIDGE y 8. Fak. 


December 15, 1946 
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= 7 ORE CUSTOMERS 
sessing Ooo, ome BACK FOR 
ESQuiRE POLISH 




























ALYSTS, INC. 


RESE ARCH AN 


sCHWERIN, PRES! 

















Knomark Ma 
214 Taaffe Place 
Brooklyn 5. N.Y. 
Gentlemen: 
The result of our study of customer Loyalty to shoe 
polishes, juet completed in the Metropoliten Area, ntl any OTHER 
and utilizing ® thoroven cross section of families, 
show & that more customers come vack for ESD FE 
POLISHES than any other prand of polish, regardless 
ee BRAND 
Furthermore, when each new user of ESQUIRE POLISH 
wes asked if he or she inte ed to buy ESQUIRE POLISH 
again, 89 out of every 100 answered "yes". 
h in all price 


The study included 23 prands of polis 
fields. 
When ea 
ch 
new user of ESQUIRE POLI 
SH was 


Very truly yours: 
- . asked i 
RESEARCH ANALYSTS, TNC. oo — or she intended to b 
F A 
- 89 out of every 100 sae thee cs a 
Coe of ot , ) 100 said they would. Ves 
. Horece chwerin . 
president a 7 10 








Here is positiv 
agro apt that an ESQUIRE POLISH 

ot adage ory a customer who comes b rape 
te sac more advertising, reli se 
une a _— shoes with ESQUIRE BOOT 
nor a ie sas dex 00a shine," is alll 

i . 
Mo 2 aeamoe And the rae ie ge RE 
soucena Fo acco often they come ba k. oa 
S and build up a sillenting of GH 
steady 


customer 
Soe le H 
epeat customers. 


P 
roduct of KNOMARK MFG. CO.. INC., BROOKLYN, N. Y 










*Reg. U. S. Pat. Off. 
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=... again a greeting 


...again a pledge 


Heartiest Good Wishes from Ball-Band for a most 


joyous Holiday Season. We will contribute our be 
Ball-Band Quality, and Ball-Band 
Service, to help make the year 


just ahead more prosperous for you. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
Mishawaka, Indiana 


REG.U.S. 
PAT. OFF.1901 


all-Ban 


RUBBER...FABRIC...WOOLEN FOOTWEAR 
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No. 1060—LEATHER 
STEP-INS 

California Construction. Genuine 
Leather Soles. Black, Brown and 


Red. Sizes: 4-9 half sizes. Medium 
Width. $2.30 


No. 1065—LEATHER 
SCUFF 

California Construction. Genuine 
Leather Soles. Nailheads on 


vamps. Black and Red. Sizes: 4-9. 
Medium Width. $2.10 


No. 1025—RAINBOW 
MATERIAL 
California Construction. Light 


Blue, Black, Pink, Red. Sizes: 4-9 
half sizes. Medium Width.$2.73 


SHOE & SLIPPER CORPORATION ‘< . No. 1015—EMBROIDERED 
~ BENGALINE MATERIAL 


California Construction. Genuine 


200 CHURCH STREET NEW YORK 13, N.Y <8 : Leather Soles. Light Blue. Royal 


Export Dept. Coble Address: PLAYTOPS. N.Y Blue, Black, Pink, Red. Sizes: 4-9 
P P : Sau. half sizes. Medium Width.$2.43 
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NORTHWESTERN 


Plans Its Course 


‘he Tanning skills of Northwestern have always been in the forefront. 
Each year we add to the cumulative knowledge of a past high-lighted 
by developments in leather that have won us acknowledged leadership. 
A treasury of advanced technique was created during our vast output 
for war purposes. Today Northwestern Leathers rate first with American 
shoe manufacturers who know we constantly seek increasingly finer tan- 
WD vaccs Not content with today’s achievement, our pride of accomplish- 
"ment reaches out to tomorrow's greater progress. 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


Manufacturers of Famous 


ORTHWESTERN LEATHERS 








® 
Crosby Square 
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SOLES BY Rajah 











































Y Comfortable as a bedside manner, neat and trim as 
A a nurse’s uniform, Rajah Soles are ‘‘just what the 
Q ' doctor ordered’’. Tell your customers about their 
cradle comfort, and their longer wear, and once 


you've told "em . . . you've so/d ‘em! 


AS ADVERTISED 
nw EAquvce. 


~ Mf U.S. PAT. OFF. 





Ka/ah SOLES 


ALFRED WNALE RUBBER COMPANY, NORTH QuINCY 71, MASS 














Shoe by 


DELMAN 


NEW YORK- LONDON 
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app COLOR ro your Tan sHoeEs 


witn SF FF TONE 


Tones of Brown — Wine — Mahogany that provide a lasting 












depth of color—that rich hand-rubbed appearance. A new 
) formula for “toning” tan shoes to meet the customer’s approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


| BE BE TONE ie widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 
#18 Dark Brown 
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The Foundation 
which makes the 
Nation’s Best Work 
and Boys’ Shoes 


Wear Longer...and Remarkably 
Sure-Footed for Greater Safety 





Albert H. Weinbrenner Co. General Shoe Corporation 
Milwaukee |, Wisconsin Nashville, Tennessee 


Worcester Shoe Company Milwaukee Shoe Company National Shoe Company 
Worcester, Massachusetts Milwaukee, Wisconsin Division of Craddock Terry Shoe Corp 
Lyschburg, Virginia 


Compare 
Vul-Cork Soles with o 
Hound's Paw... Note iden- 
tical suction cup tread. 


Allen-Squire Co. Hanover Shoe Company H. Childs & Co., Inc. Weyenberg Shoe Mfg. Co. 
Spencer, Massachusetts Hanover, Pennsylvania Pittsburg 22, Pennsylvania Milwaukee, Wisconsin 


Ye Cambridae RUBBER COMPANY - :22:5.2°: 


Please address ali correspondence to VUL-CORK sole DIVISION Combridge Rubber Sales Corporation Taneytown, Md 




















IT’s 
ALWAYS 
SPRING 

IN “DARLEEN” 

ELASTICIZED 
SHOES 


ae, 




















There's livelier selling power in the buoyant, springier 





step of elasticized footwear at its best... footwear 





that flexes with every natural walking action of the 





foot. That's why (more than ever) manufacturers and 


retailers prefer the elastic that's “BEST BY ANY TEST” 









ELASTIC 





DARLINGTON FABRICS CORP., 350 FIFTH AVENUE, NW. Y. 1, N. Y. 


Rep. J. M. PERKINS & CO., 47 W. 34th ST., N. Y., 1,N.Y. 
ST. LOUIS: Fred A. Lyons + MILWAUKEE: Frank J. Kell 














PLAN NOW For 
PqNSUMERS HAR == 





helves aren't full...yet. Factories haven't caught up 

with back orders...yet. But conditions will be grad- 
ually changing. And the smart shoe dealer is antici- 
pating the day when competition will be keener... The 
smart shoe dealer is planning to line up with the indi- 


vidualized feature shoe. Such a shoe is Conformal. 








The # 1 Shoe in Its Field 


#] For Can't-Be-Copied Patented Plastic Insole 
that assures custom fitted comfort to each 







individual foot. 
#1] For highlighting of smart styles. 


#] For high frequency of repeat and recom- 


mended sales. 





CONFORMAL SHOE CO . DIVISION INTERNATIONAL SHOE COMPANY 
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HOME OF THE 
CHICAGO SHOE CLUB 


VISIT OUR TENANTS: 


Advanced Wool Skin Shoe Co. 

American Footwear 

Beeson, Sam A. 

Boot & Shoe Recorder 

Bristol Mfg. Co. 

California Slipper Co. 

Carolyn Shoe Co. 

Casuals Inc. 

Chapman, Julian H. 

Charlsam Footwear Corp. 

Chicagoland Footwear 

Consolidated Slipper Corp. 

Cossack Bootees, Inc. 

Desco Shoe Corp. 

Dodd, Dorothy Shoe Co. 

Eastern Footwear Corp. 

Empire Specialty Footwear Co. 

Engquist, Howard J. 

Enna Jettick Shoe Co. 

Evans, L. B., Son Co. 

Feltman & Curme Shoe Stores 
Co. 

Fitzgerald, Sue M. 

Hi-Grade Footwear 

Hoeffel, J. F. & Son 

Hollywood Shoe Co. 


International Shoe Co. 


AL, 
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ONE HALF BLOCK FROM 
THE PALMER HOUSE 
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Kay Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
Kramer, Martin Shoe Co. 
Manistee Shoe Mfg. Co. 
Miller Shoe Co. 

Moncey Products Corp. 
Mond] Mfg. Co., Inc. 
Mooercraft, Inc. 

Moore, Joseph 

Myerson, Arthur 
Northern Footwear Co. 
Nurse Shoe Co. 
O’Connor & Goldberg 
Patterson, Warren D. 
Peterson, Robert J. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raymond, John B. 

Dr. Reed Cushion Shoes 
Sawyer Moccasin Co. 
Smith, Carl T. 

Smith, M. C. Co. 
Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Vogue Shoe, Inc. 
Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 


* 
For Information on Building and 
Offices, Please Write or Phone 


CHAS. 6. LINDEMAN 
GORDON STRONG & CO. 


209 S. STATE ST. 
‘t) HARRISON 8191 
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FRENCH MODERNS 
to retail about $6.95 





SHOW ROOMS—BOSTON- is ST.LOUIS = 


December 15, 1946 





PLUS valuable merchandising aids and 
ideas that infallibly tie-in your store with this 


fashion-fresh, powerful selling campaign. 


Manufactured and Distributed by 





D. MYERS & SONS, Inc. 
BALTIMORE 18, MD. , 
Established 1910 


DALLAS. = CHARLOTTE «= PITTSBURGH «= MINNEAPOLIS 














FEATURED 


in Popular Theaters 





If your establishment has well-traveled, high- 
ly visible floor spaces—you need carpets that 
are both durable and beautiful! Mohawk Car- 
pets are made for heavy-traffic locations ; they 
give you these two important advantages : 


1. Extra Carpet Wear—«Balance-con- 
structed,” they make recarpeting jobs few and 
far between! Here’s the Mohawk “Five Point” 
Star of balanced construction : 


1 * Wool Blend 

2 ** Pitch 

3 *kx Rows per Inch 
4 kkk Yarn Size 

5 kxkkkx Pile Height 


Striking Mohawk installation 
in the Roxy Theater 
Los Angeles, California 


HERE’S WHY IT’LL PAY YOU TO SPECIFY MOHAWK 


2. Extra Carpet Beauty— Mohawk color 
and patterns blend with your fixtures and 
furnishings—for Mohawk has had years of 
experience in applying the right carpet for 
every need. 


So SEE YOUR MOHAWK CONTRACT 
DEALER if you’re planning to recarpet! 


Write or wire for the name 
of your nearest dealer. 


MOHAWK CARPET MILLS, INC., 295 FIFTH AVENUE, NEW YORK CITY 
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At this Holy and Festive Season 





Let Us Pause to Think 


And to be Thankful 





For All the Blessings Granted Us; 
For our Families. 

Joyous in Their Safety: 

For the Preservation of the Way of Life 
We've Learned to Cherish 

Let Us Accept with Fitting Humility 
That Measure. of Prosperity which 
Has Been Given to Us. 

Above All, Let Us Face the Trials 
Which Still Beset Us 

With a Full and Growing Confidence 
This is our greeting to each 


of our many Friends at 


CHRISTMAS 1946 


GERBERICH-PAYNE 
SHOE COMPANY 


MOUNT JOY, PENNSYLVANIA 








A BEF ORE and AF TER story 


made possible by 


BEFORE PRODUCTION A master fitting 


to a run of lasts is the first step in United 


shank making. 


AFTER VITA-TEMPERING the shanks are tough... 


uniform — direct results of modern heat treating and close regulation by 


Checked with the lasts, VITA- 





highly developed controls. Ral) 0 
OO Fa 


t= 
TEMPERED Shanks fit like the precision-made master models. 





That is why VITA-TEMPERED STEEL Shanks 
help shoe manufacturers obtain an even, bal- 
anced tread in ever ir of - TEM 

Y pal Ry wey, 


finished shoes. 
To Ue 


UNITED SHOE MACHINERY CORPORATION Yer, saat 
BOSTON, MASSACHUSETTS 
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Agee, , OF BOSTON 


A luscious new color tong . . . a leather of luxurious quality and texturg es tw + © 


created by an improved tanning process. Another Sandler excebive. $6.95-7.50 

























—, 


e For you, the Fortune dealer, Fortune pre- 
sells millions, year after year, with national ads in leading maga- 
zines. Take Fortune's Spring, 47 series, for example seven full page, 
full color ads will greet the readers of Collier's and True, giving your 
brand the most resounding send-off for any season in Fortune history 
And with Fortune's pace-setting styling and value to back up those ads 

. and Fortune's window displays, merchandising aids and four naw 
promotions to attract a greater share of the Fortune seekers to your 
store, you have a campaign calculated to move your Fortunes off your 
helves in the traffic-building, customer-creating manner most profitable 


to your present and future. Yes, in ‘47, it's Fortune again! 





SHOES FOR WE 


RICHLAND-DAVIDSON SHOE CO « Division General Shoe Corp « NASHVILLE + TENN « 
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PIPER CUB, “‘The Good Safe Plane 
You Can Afford to Buy and Fiy’’. 
proved by billions of miles of flying! 



















‘ Pienry! Over a hundred million readership of our national advertising... 





plus newspaper advertising in 25 key areas... plus a sensational 
dealer-help line-up...PLUS a tie-up with Piper Cubs, world’s leading 


personal plane, to make your windows, advertising 









and department different and dramatic. AIR-O-MAGIC 
is flying high. Benefit by this exciting 
men’s shoe promotion! 


MODERATELY PRICED 








WITH U.S RUBBER HEELS 





MARION SHOE DIVISION, Daly Bros. Shoe Co Inc 99 Ve nd Street, Marion, Indiana 
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THE PEAK OF LEATHER PERFECTION BY 


The spirit of energetic youth is reflected in shoes made of Rueping's 


KIN KIN. This well known full grain leather has won favor - year 


after year - with America’s leading juvenile shoe manufacturers. 


RUEPING’S KIN KIW, €OLOR 1590 


FRED RUEPING LEATHER Cc ©... FOND DOU LAC, WISCONSIN, e. & As 
December 15, 1946 











NORTH — SOUTH — EAST-WEST... 












all leather—includ- 
obby Nobbies, created 
alifornia process shoe- 
tyles that will lead the 
to coast. 


thing to “crow" about! Constructe 
ing the leather covered platform 
by the pioneers of the revolutiona 
making, are ready now in th 
. spring fashion parade from co% 








’ POCAHONTAS—The firs? California process, 
U Wedge or oviside heel. Smooth Elk in br 


RIO RITA—Ankle strap sandal with per; 
white and red smooth elk leathers an 


to be made with a closed square toe 
, white and red. Retails at $6.00 - $6.50. 








tion detail. Wedge or ovitside heel. Brown. 
lastic patent. Retails at $6.00 - $6.50 












: DISTRIBUTORS 
200 Church Street York, N. Y. 
SABIN-DANER SHOE COMPANY 
CAMBRIA SHOE Fashion Mart Bidg. Miami, Florida 


BOSTON SHOE COMPANY 
22 S. Hanover Street Baltimore, Maryland 





555 Atlantic Ave. ston, Massachusetts 
WILLIAM ASHE® SHOE COMPANY KIRSCH-BLACHER COMPANY 
H Building Export Distributors - Caprice Cosvals 
los Angeles, Cal. 108 Duane Street New York, N. Y. 


LAKESIDE SHOE CO., 1317 W. 6th St., Cleveland, O. 

































POCAHONTAS 












CHATHAM SHOE COMPANY 
419 W. Congress Street Savannah, Ga. 


MATTAWAY SHOE COMPANY 
330 Hennepin Ave. Minneapolis, Minn. 


SOUTHERN SHOE COMPANY 
112 N. Commerce St. Mobile, Alabama 


GLASER SHOE COMPANY 
63 First Street Son Francisco, Cal. 





HOBBY FOOTWEAR, INC. Exchange Place, Passaic, New Jersey 
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WE 
SELL 
EVERYTHING 














Which explains why so many fashion- CO. 

hungry Buyers from so many cities raw Neue rok: 

prefer to write their orders at the... NU-WAY SHOE CO. 
P & S SHOE CO. 
PLATELL SHOE CO. 


NEW YORK SHOE MARKET IINCETON SHOE CO. 


The wiser the buyer, the better he knows his way around New York. 
He knows the names of the finest hotels .. . the best shows. . . the 
most famous dining places in town. And he knows from experience 
that for convenient accessibility . . . variety of style . . . comprehensive- 
ness of price range, the one concentrated fashion area in which to get 
the best money-making ideas .. . is the NEW YORK SHOE MARKET. 


i York Shoe Wholesalers: 


5? 
ow SIDNEY THALHEIM FELSENF! ris 
Pe rae eae | 
= ot Pare Pa 
320 BROADWAY “NEWYORK 17, NOW 


D 
lecember 15. 1946 39 
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anu facturers, to stores, to ail 
you who have been serving the BC* 
magazine, CHARM... 
Thanks 
Happy Holidays 


Success in the New Year Ahead! 


b * Business Giel 


; 
£ 


Rae the Business Cirl, 


~ sings catéls of cheer 


af a Happy New Year! 







bh mjeF@z ine for the business girl 
a Street & Smith Publication 
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yes ARE DANOLITE 


60 






That means lighter and stronger than.leather, no slipping 


on wet pavement, better insulation against heat or cold 






See how easily it flexes, Madam? Nothing else will 






give you such flexibility and still provide such firm 
footing. Furthermore, DANOLITE* holds the shape of 


your shoe better, because it.stays flat — never curls. It 









won’t mark a floor, either. 


And talk about style! It comes in all colors, and you 









can see for yourself how thin it is. Yes’m, it’ll be as easy 









for you to wear DANOLITE as it is for me to sell it! 


DANOLITE 


“THE SOLE REASON FOR BETTER SHOES” 

















also serving the shoe industry with 
SPRINGFLEX* and CREPEX* 


"Trade Marks Reg. U. S. Pat. Off.» Danolite Division of the Danbury Rubber Company, Danbury, Connecticut 
December 15, 1946 



























ag? For better fit concealed 
SHUGOR inserts are at- 
tached to the tonque 
under the saddle. 


Men's soft casual shoes are really going places. 
They are VERY popular. SHUGOR makes them 
stay on, and affords easy fit and comfort. Stretch- 
able TAYLASTIX laces are now available in a 
new sport braid. SHUGOR and TAYLASTIX laces 
together make casual shoes fit better, 
look better, feel better. 
, The Soft Shoes for Men by Robb 
_ (shown here) are distributed by 
} Ralph Walton, 8102 Empire 
State Bldg., New York, N.Y. 





Concealed instep gore under the 
tongve eliminates continual adjust- 
ment of the buckle. 





A side-gore model — “tops” 


for fit and comfort. Vee 3 


Ancoryorated are ee eo 
laces adjust themselves instantly 


B U D Ss oO n Copr. 1946 mM A Ss Ss to every movement of the foot. 


Thomes Taylor & Sons Inc. 
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DESPITE ADVERSIT' 


which proves us 


and our friends”... 


FIELDING 





The fire which destroyed the warehouses of the Bristol Manufacturing Corpo- 






















ration, November 5-6, has not halted our production of fabric and rubber 


footwear. Our factory was not harmed. Replacement of lost materials is going 





on rapidly. Before the ashes of the flame-gutted warehouses were fairly cold, 
our factory buyers were in the markets to secure canvas, rubber and other 


materials essential to Bristolite production. 


While the fire was still burning, came swift and 
unmistakable proof of the fellowship that exists in our 
industry. By telephone and wire we received unlimited 
offers of immediate assistance —not only from our 
sources of material supply, but also from several of our 
nationally-known competitor-manufacturers. Their ex- 
ecutives showed genuine sympathy, and a desire to be 
of swift and active help. We deeply appreciate this dem- 
onstration of business friendship. So, “despite adversity, 
which proves us and our friends’, BRISTOLITE carries on 


business as usual. 











BRISTOL MANUFACTURING CORPORATION 
BRISTOL, RHODE ISLAND 









In these CAPR 













Lawrence. Mass. Division, Daly Bros. Shoe Company naturally chose the 
Compo technique to produce these modern platform casuals for men. Smooth- 
ness inside and out are essential to the extra lightness and comfort of these 


shoes, as well as to their smart good looks and of course that means Compo. 





If you have new ideas about shoes, Compo engineers are always ready to 
work with you to devise the best and most economical means of carrying 
them out. Remember, the greatest advances in 
shoemaking methods have been made since 


, Pro 
1928 — the start of the Compo era. P 





COMPO SHOE MACHINERY CORPORATION 
BOSTON * MASSACHUSETTS 









‘APROCESS CASUALS with 








a MAKES ry, Calais Stores 













them most! 


































GENUINE 


FULL SHEARLING LINED 
STURDY RUBBER SHELL 
THAT IS WATERPROOF 
SPRING LOCK ZIPPERS 


4, qeeanen 
TTT hb 


PRICE 
$10.50 


PER PR. 


IT FITS OVER THE SHOE 


L LARGE - Fits Size 7!/2-81/2 Shoes 
XL EXTRA LARGE - Fits Size 9-10 Shoes 
XXL EX. EXTRA LARGE - Fits Size 10!/2-11!/2 Shoes 


FOR FLYERS — HUNTERS — OUTDOOR MEN 
a 
Womens Grained Rubber 


WARMEZE BOOT 


$4.70 


4-9 





Zipper Closing 
Fleece Lined with Shearling Collar 
Channel Stitched Rubber Sole 


WARMEZE 


Zipper Closing 









Fleece Lined with Shearling Collar 
Extra Good Value 


SIZES 
4-9 


- Womens Plastic 
Maurice C. Smith Co. Inc. WARMEZE BOOT 


861 BROAD ST., PROVIDENCE 7, RHODE ISLAND $3.95 




















Seles Office: 7406 MELROSE AVE. 
HOLLYWOOD 46. CALIFORNIA 


Foctory: 10824 BURBANK BLVD. 
NORTH HOLLYWOOD, CALIFORNIA 


December 15, 1946 




















ALLIED KID COMPANY 











THE FIVE DIVISIONS OF ALLIED KID COMPANY look forward to the 
i= year 1947 as a period of continued association and renewed coopera- 


tion. It is expected that next year’s market will again provide an oppor- 


tunity for the kind of fashion merchandising relationship that existed 


before the war between Allied Kid Company and its many customers, 
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Bock swede $8.25 net 
Bock & Brown calf $8.12), nat 
Beck patent leather $8.00 net 
Sitver kid $10.25 net 
Gold hid $11.87), net 


a lester pincus presentation 


JOINS THE FAMOUS NAMES IN FOOTWEAR 


Gensine Brows 
alligator lizerd $12.00 net 





Block swede $8.25 net 
Block & Brown calf $8.17), net 
Bleck potent leather $8.00 net 
Cherry Coke patent $8.25 net 




















/ 

















Naturally, we expected good response to shoes so carefully 
crafted and styled. But who would have foreseen such a country- 
wide landslide. 


To the retailers... the stylists...the fashion editors who have given 
— com anam net this vote of confidence, we express our grateful acknowledgements. 
Bleck patent leather $8 00 net 
Genvine elligater lizerd 

in Block & Brown $12.00 net 


Le Danne Originals, for street and dress occasions are nationally 
advertised in Vogue and Harper's Bazaar. Delivery during 
December and January. 


131 DUANE STREET, NEW YORK 13, N. Y. 
CHICAGO: 189 WEST MADISON STREET 
ST. LOUIS: 1405 WASHINGTON AVENUE 
LOS ANGELES: ROOM 710, HAAS BLDG. 


December 15, 1946 
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COVERAGE 


BOSTON 10, 











140 FEDERAL STREET, 


NATION-WIDE 














Qa, For School 


A\\ A \ AE 
SY Wy 7% 
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and Dress... 











Fitting all types of boy’s 





shoes is a cinch with 

Hood Lastic Rubbers. This 

original Lastic construction 

4 means that each pair snugly 
fits a variety of shoe sizes, 


















widths and toe shapes. . . easier 





selling for you . . . solves stock problems 





too. This sturdy rubber assures dry feet and 





long wear for every youngster . . . bigger sales for you. It’s 
another “business builder’’ from the all-year line of Hood footwear! 


For Tough going in 


_Snow and Slush... 


Here’s a light version of the 4-buckle 
arctic .. . tough enough to take the 
beating of active boys’ feet, but light 
enough to insure comfort! The Hood 







4-buckle Slusher is ideal for outdoor play 
in rough winter weather. Parents will 
appreciate the long wear and real » = 





7 
it piling up sales . . . like so many other popular items in the Hood line 


foot protection they give growing youngsters. You’ll find . 


designed to build better business all year ‘round! 


The complete Hood line offers styles for each season 
of the year—Spring, Summer, Fall or Winter 


Retailers who stock the entire Hood line of rubber and canvas foot- 
wear gain two important advantages. First, there are feature 
numbers for every selling season—which means all year ‘round 
profitable selling. Second, 50 years’ experience in improved manu- 
facturing methods has consistently produced reliable merchandise 
bearing the Hood trademark—a mark of dependability which means 
Satisfied customers. HOOD RUBBER COMPANY, a Division of 
The B. F. Goodrich Company, Watertown, Mass. 





"896 — FIFTY Tz Aa:e OF oeAa et FY FOOTWEAR — 41946 
December 15, 1944 














t 


SURPASS LEATHER COMPANY or & westmorsiano srs., 
i . Pri 


- 


i 


F.... present indications Surpass Kid Leather will continue to 
be short in supply well into 1947. Accordingly, you will have 
to be content with a smaller volume of shoes of Surpass Kid 
than in more normal years. Even though their availability is 
necessarily restricted, Surpass Uniformity and Dependability will 
mark every sale you make of shoes cut from these well known 
tannages. This fact, in itself, should bring a measure of satis- 
faction to you as a retailer and to the customer you fit. The 
Surpass Service in Leather includes Glazed Kid, Capre, Suede 
and Kangaroo Leathers, all of which are marked by these two 


distinguishing qualities, Uniformity and Dependability. They - 


have earned for these beautiful leathers a nationwide consumer 
acceptance. These qualities are appreciated by your manufac- 
turer too, who finds in them a standard by which to maintain 
the character of his line and the integrity of his brand name. 


* ‘ 


ee 


TM. REG. US. PA 
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The reciprocal trade—agreement negotiations scheduled for April 1947 





involve 18 nations, accounting for about two-thirds of the world's trade, 
including the United Kingdom, Czechoslovakia, France and other nations important 
in the world's leather and shoe economy. (Boot and Shoe Recorder, November 15, 
page 102-D). 

The importance of these negotiations to the domestic shoe industry, as 
well as members of the trade, cannot be over-—emphasized. Should they be suc- 
cessful, it will mean freer world trade in leather and shoes with lower tariffs 
on U. S. exports and imports. 


While few countries are in a position to export footwear to the United 
States at the present time, there is every reason to believe that many of the 
European countries will take advantage of the American market if duties are 
lowered on leather and leather products, as is contemplated by the State 
Department. 


With a reduction in U. S. tariff rates, England, fighting to regain 
her_ export trade, would undoubtedly jump into the American shoe market. France 
also could become an important source of style shoes. Nationalization of the 
Czech shoe industry, particularly the great Bata factories, will find that 
country battling for a share of the American market within a relatively short 
time. 
































The list of commodities on which the United States will discuss tariff 
reductions at the forthcoming negotiations embraces almost all items which this 
country could possibly import, including practically all footwear and leather 
products, as well as hides and skins. 


Under the extended Reciprocal Trade Agreements Act tariffs may be 
reduced as much as 75 per cent on some items. Authority is given to reduce 
tariffs an additional 50 per cent on items which have already had 50 per cent 
reductions. In this category are many commodities of vital interest to the shoe 
trade, such as bovine hides and skins, welt shoes, slippers and huaraches, 
moccasins, alpargatas, belts, coin purses, billfolds, and similar flat leather 
goods, practically all men's gloves and some women's and children's gloves. 

In addition, many items in the leather products group have had 
reductions which did not amount to 50 per cent. Further reductions will also be 
considered on these items. 

In fact, the entire leather group contains less than a dozen items 
which have not had some reduction from the original rates. The tariff rate has 
been increased on only one important item in this group. 


Rubber footwear is also included in the listing on which reductions 
will be considered. 
. 
Equally as important as the concessions the United States is willing 
to make are those to be asked of the other participating nations. 


Information on this subject is not as readily available as is that 
concerning United States plans for lower tariffs. The official release, announc- 
ing the negotiations, says in part: 


"The United States will make requests for tariff and other concessions 


























by other countries in favor of a wide range of products covering a large 
proportion of our export trade." 


However, BOOT AND SHOE RECORDER has been able to learn from officials 
[TURN TO PAGE 96, PLEASE] 
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Poems is indeed a joyous season, 


especially for all the young and for the young-in-heart. 
To all the Edwards’ dealers who, throughout each 
year, are so very close to youth itself, we send our 
heartiest greetings. 


Edwards 


SHOES FOR CHILDREN 


314-322 NORTH TWELFTH ST. 
PHILADELPHIA 7, PA. 


| Edwards 
CYince 1900 The Name In Children's Shoes 
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J. GORDON DAKINS, manager of 
the Credit Management Division of 
NRDGA, told members of the Met- 
ropolitan Controllers’ Association: 

“The outlook for retail credit is 
most promising. Not only does sub- 
stantial room for growth exist, but 
it has bright prospects for some 
time to come. Remember, credit 
habits are deeply ingrained in the 
American public. During the war, 
the absence of durable goods modi- 
fied these habits but did not ba- 
sically change them. Just as soon as 





more goods come into the market 
and supply begins to catch up with 
demand, there is every likelihood 
of a tremendous increase in credit 
business. In fact, after we reach 
full production, the amount of con- 
sumer credit outstanding may well 
exceed 15 billion dollars. It now 
stands at a little more than half that 
figure. 

“Active customers are often lost 
by indifference and neglect. They 
can be held and made better cus- 
tomers by promotion methods that 
will cost only a small percentage of 
your advertising budget and to 
which can be traced more direct 
results than from any other medium 
of publicity. 

“Now is the time to press harder 
than ever for the elimination of 


December 15, 1946 
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frills, to study and analyze every 
operation for the single purpose of 
finding ever better ways of doing 
everything. For one thing, serious 
consideration might well be given 
to the possibility of wage incentives 
as a means of getting more for your 
employee expense dollar and re- 
warding for a job well done, those 
individuals who are willing to work 
efficiently and productively.” 


* 7 7 


J OHN B. IRVIN, JR., manager of 
the Irvin Shoe Shoe, Williamsport, 
Pa., says: 

“Despite all that may be said in 
favor of keeping your name before 
the public, I think some manufac- 
turers should revise their methods 
that dealers won't be flooded 
with promotional literature on shoes 
the factories are not making and 
don’t know when they will be able 
to make. 


sO 


“Shoe dealers seem to be using 
better judgment by avoiding the ad- 
vertising of models which it is 
doubtful they will be able to show 
to customers. Judging from our 
own experience, I'd say that style is 
less important than in normal times. 
We are doing business mostly in 
staples, which I consider the cream 
of available merchandise. Of course, 
you can’t get away from novelties 
entirely but the store which stresses 
them finds itself in trouble most of 
the time. 

“A store’s policy is usually dic- 
tated by its particular needs. The 
volume of business done often de- 
termines buying as well as operat- 


ing policies. Procedures practical 
in a small store may involve so much 
extra work in a large store as to 


make them unprofitable.” 
+ t tt 


JAMES L. KELLY, Director of the 
Office of Small Business, Depart- 
ment of Commerce, says: 

“I’m sure that you have found by 
experience that strength lies in 
unity of purpose and actions. We 
need, and must have, not only unity 
of purpose and action on the part of 
those within a particular industry, 





but unity of industries and unity of 
all the groups and classes within 
our economic activities. The right 
answers to the problems which con- 
front us will be found much more 
easily and more quickly, if all seg- 
ments of our economy work to- 
gether toward a common goal. We 
all know that progress—individual 
and collective progress—is retarded 
by prolonged disputes between capi- 
tal and labor, between government 
and business, or between political 
factions. Instead of everyone fight- 
ing selfishly for a larger slice of our 
existing wealth, by cooperation we 
can increase that wealth. Wealth is 
created only through the expendi- 
ture of effort and energy. More 
wealth is produced when this energy 
is expended under systematic or- 





57 


ganization, provided through nor- 
mal business enterprise. 

“In solving our problems, we 
must think not only of immediate 
prosperity. We must plan our eco- 
nomic and industrial development 
so that we can avoid a collapse 
which could follow. Free enterprise 
and democracy cannot survive re- 
peated critical depressions. I’m not 
one of those who believe ‘boom-bust’ 
is inevitable. But we must recog- 
nize it as a lurking threat. I think 
that by looking ahead, we can stay 
on the road of progress and avoid 
the ditches of inflation and depres- 
sion on either side. This calls for 
national self-discipline and individ- 
ual restraint. It may mean passing 
up what seem to be immediate gains 
—to insure future security.” 





AND SO TODAY 





—We are living in a complex age. 

—Not so many generations ago the 
average citizen was more or less 
dependent upon himself alone for 
his food, clothing or shelter. 

—But the machine, swift transpor- 
tation and a consequent high 
standard of living has created a 
new situation which emphasizes, 
as never before, the interdepen- 
dence of all men. 

—I was interested recently in learn- 
ing that for every man employed 
in an automobile plant there are 
eighteen other people employed. 

—These others are employed in sell- 
ing, in the mining of coal, copper, 
iron or other mined material used 
in the making of a car, or are en- 
gaged in working at gas and oil 
service stations, battery shops, 
accessory and tire stations. 

—So, it doesn't require much imag- 
ination to realize that the other 
fellow's fortune or misfortune has 
a very definite effect upon your 
own status. 

—We must all pull together or we 
will all fall apart. 


Sus yy 


President 








J ULIUS EPSTEIN, of the Liberty 
Shoe Co., Elmira, N. Y., says: 

“We are not going to raise prices 
on any of our shoes now in stock, 
and we have a heavy stock. Frankly, 
we are making a good profit and I 
see no good reason for charging all 
the traffic will bear. Customers are 
entitled to some consideration, too. 
The mayor has commended me for 
this course of action. 

“I feel that the few dollars of pos- 
sible profit we will lose by this 
action is cheap and profitable ad- 
vertising. We have been in bus- 
iness for 28 years and it would be 
fvolish to risk losing good will by 
being too greedy. 

“This is a time for conservative 
buying, instead of continuing to 
operate under the influence of 
scarcity psychology. We are reduc- 
ing purchases 25 per cent. The 
boom won’t go on forever. Now is 
the time to unload ‘war babies’ and 
to add to stocks of elasticized shoes. 
Branded lines will become more im- 
portant. During the war people 
would take anything. But that 
situation is already changing. As 
shoes become more plentiful, the 
public will more brand 
conscious.” 


grow 


* * * 


RALPH R. RUNKLE, Santa Bar- 
bara, Calif., shoe retailer says: 

“It seems the old zip has gone 
business. We are 


from the shoe 





working harder than ever before, 


making more money, having more 
troubles from all our contacts. Yet 
with all the efforts we are making to 
keep our businesses going, the one 
thing that makes the game worth 
while is missing. We do not have 
any fun in shoe retailing anymore. 
So with all the grind, all the late 
hours put in the business, all the 
worrying about what Washington 
will do next to hamper the normal 
operation of trade, the one thing 
which life blood of 


shoe retailing is missing—the fun 


was the very 


involved from the human relation- 


ships connected with the business.” 
* * *% 


KNIGHTHOOD AT THE Fitting 
Stool. . . . It happened in an ortho- 
pedic shoe store. A shoe fitter re- 
cently returned from France, where 
he had soaked up some Old World 
gallantry, was showing some typi- 
cally orthopedic-type shoes to a de- 
mure gal who protested softly: 
“Like all women, I am vain.” Our 
hero clinched the sale with: “Like 
few women, you have a right to be.” 
+. * * 


MYRON BUECHLER of Thomas 
Cort, Ltd., New York, says: 

“T feel that women still fit their 
heads instead of their feet and there- 
fore the sling will remain the big 
volume style. At this time it is im- 
possible to give a true style picture 
with conditions as they are.” 





















“Hurry downtown, Grace! He says they've got a pair of your size in stock now!” 





GRARAM 
HUNTER, 
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"47 Objective—Volume Sales at a Profit 


JN this, the final’ issue of 1946, Boot AND SHOE 
RECORDER extends to all of its great family of readers, 
throughout the length and breadth of America and in 
many lands across the seas, sincere best wishes for a 
Merry Christmas and a Happy and Prosperous New 
Year. 

In expressing these sentiments, the RecorperR isn’t 
merely conforming to a pleasant custom. We are pro- 
foundly conscious of the fact that the shoe industry and 
all who are engaged in the making and selling of shoes 
face a very critical future. So, for that matter, does all 
business and all industry. Nevertheless, we think there 
is abundant reason to face that future with confidence 
and to believe that, with the exercise of sound judgment, 
considered action, and a proper measure of restraint, 
substantial progress can be made in the direction of a 
more stable and satisfactory trade situation in 1947. 

If we are to attempt to take stock of what has been 
accomplished in the year that is drawing to a close, it is 
necessary to concede quite frankly at the outset that 
many of the optimistic forecasts made at the beginning 
of 1946 have not been realized. By this time we had 
hoped to be much farther along in the readjustment 
process we kner business and industry must inevitably 
pass through. W have not made the progress we ex- 
pected to make, md we are much less certain now of 
the early attainment of that extended period of expand- 
ing prosperity we had looked for, once the reconversion 
process was completed. 


A YEAR ago we did not anticipate some of the obsta- 
cles that we have since encountered. We had counted 
on more cooperation and much better teamwork in 
mastering the problems we knew we had to meet. In 
our economic relations here at home, as well as in the 
broader international sphere, disagreements, bickerings, 
disputes and antagonisms have, to a disappointing de- 
gree, dissipated that high confidence regarding the 
future which most business men felt at the beginning of 
1946. Today the opinion seems to be gaining ground 
that, as a result of these antagonisms, we may miss, if 
indeed we have not already missed, the great opportunity 
many of us had envisaged. Instead of optimistic expec- 
tations of a Golden Age of prosperity, we now have 
ominous forebodings of an approaching business re- 
cession. 

There isn’t much, unfortunately, that the individual 
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business man, or any one industry can do to alter the 
course of a nation’s economic history. It is to be ex- 
pected, on the basis of all past experience, that indus- 
trial activity will recede eventually from the high level 
of recent years. But there is a great deal that the in- 
dividual business man and this particular industry can 
do to shape the future of their own economic destinies, 
regardless of what happens to business in general. 


| N the shoe business the immediate outlook is ob- 
scured by uncertainty as to how the price problems that 
have developed since the abandonment of the various 
controls that held shoe prices more or less within 
bounds will finally be resolved. Nevertheless, to antici- 
pate any serious or prolonged recession for the shoe 
business, in view of the present condition of stocks and 
the existing demand for shoes, seems to us an unrealistic 
attitude. 
sooner or later it undoubtedly will come. But the shoe 
business has weathered recessions and lived through 
depression periods before. Even in the severe and pro- 
longed depression of the 1930s a lot of shoes were made 
and sold and a good many shoe men enjoyed a reason- 


A general business recession could come; 


ably profitable business. 

It can be argued, of course, that since then the pro- 
ductive and distributive capacity of the industry has 
been very considerably increased. Many new manufac- 
turers have engaged in shoemaking and a very large 
number of new shoe stores have been opened. But it is 
also more than likely that when they have to face the 
test, some of these units will be eliminated by the ruth- 
less force of competition. That happened before, and it 
will undoubtedly happen again. It will continue to hap- 
pen as long as we have the free enterprise system, which 
we hope will be a long, long time. 

Since shoes are a prime necessity for every man, 
woman and child in America, it is also true that there 
will be opportunities for efficient manufacturers and 
merchants to operate profitably even in periods when 
the level of general business activity and employment 
are lower than they are today, provided shoes can be 
made and sold at prices consumers are able and willing 
to pay. And, now that free competition has returned 
individual manufacturers and merchants may determine 
at what prices they will sell. 

Price, then, appears to be the crux of the shoe indus- 

[TURN TO PAGE 99, PLEASE] 
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1946 Sees End of Regimentation 


Outlook for Future Warrants Conservative Optimism, 


but Shoe Merchants and Manufacturers Alike Face Diffi- 


cult Problems as They Approach New Year. 


THE year 1946, just drawing to a somewhat weary close 
cannot by any stretch of the imagination be said to have 
been the happy one toward which millions had looked 
forward following the end of the “shooting” war. 

In the field of foreign relations we have found our- 
selves embroiled not once but scores of times with the 
skilled diplomacy of eastern and western Europe. We 
have striven almost desperately, and many times without 
success, to solve the problems posed by starvation in 
both Orient and Occident, by civil strife in southeastern 
Asia, in India and in China. On almost every side we 
have been balked in a sincere attempt to write an endur- 
ing peace by upholding the hand of all people in all 
countries who share with us the belief that, given free- 
dom of speech and the ballot, the common man can be 
depended on to come up with the right answer. Our 
acceptance of the responsibilities implicit in our under- 
writing of the Atlantic Charter has been countered in 
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other parts of the world by a reversion to narrow na- 
tionalism and openly-voiced suspicion of our motives. 
Our excursion into the field of international affairs, for 
the time being has resulted in nothing much more tan- 
gible than a feeling of frustration. 

In domestic affairs, instead of the millions of small, 
cosy houses which were to have been built—the hun- 
dreds of thousands of mechanical refrigerators and deep- 
freeze units, washing machines, radios, automobiles and 
other mechanical devices which were to have flooded the 
country—about the only really successful venture has 
been the much-ballyhooed introduction of the ball-point 
fountain pen, guaranteed to write for years on one fill- 
ing of black ink. Even here, performance hasn’t always 
lived up to prom@te. 

We have not succeeded yet in overcoming the short- 
ages created by the war, nor have we, during this first 
year of a doubtful peace, been successful in solving our 
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Buyers Market 


labor relations problems—problems which must be 





solved to the satisfaction of everyone before full pro- 
duction can be achieved. We have failed to grasp the 
basic principle involved that, in the words of Dr. E. 
Wight Bakke, director of the Yale University Labor 
and Management Center, “a lack of understanding of the 
survival needs of the other fellow is at the root of most 
of the specific difficulties between management and 
labor; the leaders in both camps do not understand the 
full range of problems faced by the other.” Viewing the 
number and intensity of the strikes which have oc- 
curred in this country since January 1—some of them 
wholly unrelated to the achievement of better wages and 
working conditions—the pessimists among us have been 
heard to say that the survival of both sides is some- 
thing to be doubted. 

In our own industry—the world of leather and shoes 
—we started the year off still under controls of many 
kinds—with the OPA and CPA in full charge of the 
situation and getting more belligerent by the minute. 
Shoe manufacturers had been given the right to increase 
prices by 4.5 per cent but merchants could not pass on 
this increase to their customers. The best they could get 
was a committee charged with the job of surveying retail 
profits and ascertaining whether or not they were jus- 
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Looms for 1947 


‘tified in asking for an increase. The committee later said 
they were not. 

During the year, it was a fight to the finish between 
the embattled industry and official Washington, first for 
price relief (denied as noted), later for a complete de- 
control of everything. In April came the first break 
when low-priced footwear was permitted to advance its 
prices. In the same month, came the beginning of the 
now famous battle betweeen President Truman and the 
Congress, as a result of which one OPA extension bill 
was vetoed by the chief executive. 

What followed is so recent that it requires only the 
barest mention. No combination of government agen- 
cies could long stand against the pressure from business 
and the people for relief from restrictions which, it was 
honestly felt, were delaying the return in quantity of 
leather footwear which was badly needed. 

In May it was obvious that price controls were dis- 


integrating. In June came the wiping out of interna- 
tional controls of hides and leather, which gave to any 
country the right to enter the market and bid higher 
than U. S. ceilings for the raw materials of which leather 
and shoes are made. In July, came the 25-day period 
of no controls while Congress wrestled with the second 

[TURN TO PAGE 94, PLEASE] 
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ever enjoyed in the consumer’s buying eye. 


Wartime shortages of civilian shoes and rationing brought them into sharper focus than they 
Will peacetime plenty soften that sharp focus, 


diffusing the importance of shoes in the dynamic struggle of attractive consumer goods for 
your customer’s eye and dollar? 


SHOES in the POSTWAR ERA 


‘ox first postwar year has confirmed many of the 
expectations of the shoe industry, in particular the scope 
of consumer demand, the rapidity of reconversion, and 
record-breaking output. Many of the most optimistic 
forecasts of a year ago have fallen short of actual devel- 
opments. Yet only a year after V-J Day, only a few 
months after really intensive production began, the 
thinking of the industry begins to echo a prewar pat- 
tern. Once again average consumption is visualized as 
an iron-clad rule never to be broken; once again a rise 
in production is seen as the forerunner of future in- 
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activity. The extraordinary lessons of the past five years 
are overlooked and the golden opportunity presented to 
the shoe industry at the close of the war is in danger 
of being lost from short-range thinking and neglect. 

To realize the potentialities in the shoe industry cer- 
tain facts must be stated and plain speaking is in order. 
Unless the industry, manufacturers and distributors 
both, appreciate the significant experience of the past 
five years and act upon it now, an opportunity may be 
lost forever. 

The vital facts are these: Whether the industry likes 
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(Statistical tables on pages 83-84) 


to admit it or not, shoes were commonplace before the 
war. Shoes were lost in the shuffle of dynamic com- 
petition for consumer attention. Shoes did not lead the 
procession, they were at the tail end. It is true that now 
and again in the past ingenious styles gave to footwear 


a momentary flash of consumer interest. But the chinks 
that were made in the wall of indifference were minute 
and all too quickly repaired by the promotional activity 
of other goods as well as the failure of the shoe indus- 
try to lift shoes out of the commonplace category of 
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wants and needs. For almost a generation prior to 1941, 
little if any progress had been made in elevating the 
average consumption of footwear in the United States. 
The trend line for this industry was practically hori- 
zontal in spite of the fact that the basic market could 
have been expanded and stimulated by rising standards 
of living and the more diversified activities of modern 
life. 

Between 1941 and 1946 certain things happened 
which were unique in the history of this industry. 
Shortages and rationing penetrated the psychological 
indifference of the average consumer and gave shoes an 
importance never before achieved. Shoes were in the 
limelight and many consumers for the first time in their 
lives began to get an inkling of the tremendous im- 
portance which good footwear should have in the 
American way of life. For the first time it was widely 
realized that expenditures for shoes were nominal and 
almost trifling in comparison with the importance of 
footwear to the individual as well as the inherently 
greater value in a pair of shoes than in so many other 
commodities. 

Rationing itself established certain concepts among 
consumers which could prove to be of extraordinary 
value. For example, the average man or woman is 
told that three pairs of shoes was a minimum average, 
and the lesson sank home that at least three pairs of 
shoes per annum were essential to health and comfort, 
wholly apart from style considerations. In the past, 
three pairs of shoes have been the approximate per 
capita average consumption in the United States, but 
the existence of such an average meant that a very 
large proportion of the population was consuming con- 
siderably less than three pairs yearly. Prewar averages 
should and can be the base for permanent postwar 
gains in demand. 
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THE WAR ERA ENDS 


In November, 1946, the curtain was drawn on one 
of the most extraordinary periods in U. S. economic 
history. Shoes were vitally affected by the powerful 
impulses released in the era which began with a call to 
re-armament in the Summer of 1940. Manufacturers 
and retailers, concentrating on the daily tasks of busi- 
ness in this period, may not yet realize how unprece- 
dented were the conditions under which they operated. 
Added perspective within five or ten years may begin 
to throw light on the historic significance of the period 
from 1940 through 1946. Economists expected a rise 
in the demand for goods, and an increase in consumers’ 
capacity to pay; wars in U. S. history had always 
expanded the labor force and stimulated purchasing 
power. No one, however, expected the enormous im- 
petus to demand which actually developed in the war 
years. Demand was the dominant aspect of the U. S. 
economy. This was reflected, to put it simply, by the 
longest sellers’ market in modern economic records. 
For some five years demand has outstripped supply. In 
the shoe industry, for example, even rationing could not 
prevent a steady drain upon inventories and a con- 
sistent gap between the volume of civilian output and 
consumer wants. 

Two basic sets of controls were employed until re- 
cently to minimize the consequences of booming de- 
mand. On the one hand, physical levels of production 
end consumption were regulated with some success 
through control of output and through rationing. OPA, 
on the other hand, endeavored to minimize the price 
consequences of inflated wants and relatively curtailed 
supplies. These controls were reasonably effective dur- 
ing the war, but they could not suppress the progressive 
distortion of business psychology bound to arise in one- 
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sided markets. Can true business bearings be held 
under the incessant pressure of a virtually universal 
sellers’ market lasting for years? 

Whatever physical reconversion was necessary in 
the shoe business was accomplished quickly after V-J 
Day in 1945. By the first quarter of 1946, civilian foot- 
wear was being made at a rate never before seen, 
although production restrictions were still in existence. 
Far more important to the industry’s future is the pres- 
ent necessity for refurbishing and dusting off ideas and 
principles which experience has demonstrated are fun- 
damental. Realism is essential because the future 
demand for shoes will not respond to wishful thinking 
generated by the abnormal and artificial conditions of 
a war economy. 


A MATTER OF HISTORY 


Every manufacturer and every retailer would do well 
to look at the record and to examine the sequence of 
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events 26 years ago, immediately after the first World 
War. This is not to suggest a parallel, but to recall 
facts which could render an invaluable service to the 
shoe industry. Briefly, here is what happened: 

Early in 1919 the price structure of hides, skins, 
leather and shoes rose violently. Prices skyrocketed, 
production boomed, consumption was expected to in- 
crease enormously because it was thought that a huge 
backlog of unfilled needs existed in the United States 
and abroad. 

Necessary advances at retail brought mounting price 
resistance and Congress was memorialized to determine 
the reasons for the sharp advance in a cost-of-living 
necessity. Under authority of the Congress, the Federal 
Trade Commission launched an extensive investigation 
of the shoe and leather industries. By the time the 
l'ederal Trade Commission had concluded its studies, 
an economic reaction had already provided the inev- 
itable corrective. [TURN TO PAGE 76, PLEASE] 
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Shoes Still Very Much Wanted and the Front Continues Important. 


Line Up the Shoes That Have Been 
Best Sellers These Past Twelve Months 
and What Dominant Style Trends Con- 
tinued Through as the Volume Best 


Sellers? Sling Pumps and Trimmed 


A. we look back over the progress of shoe styling in 
1946, it seems like a triumph of persistence and crea- 
tive zeal that any significant style trends have been de- 
veloped in the face of so many production difficulties 
and continual demand for pairage, even at the sacrifice 
of new styles, by the retailer. 

In spite of these deterrents, however, new styles have 
been tried out this past year and a new trend or feeling 
in shoes has been established—the feeling for greater 
restraint in patterns and trimmings, a quiet, lady-like 
elegance which shows itself in various ways. For ex- 
ample, along with the sling pump, literally the basic 
shoe of the day, entirely closed shoes have made style 
news. Bridging the gap between the two, have been more 
and more closed toe, open back shoes—fast becoming 
a classic type—and closed back, open toe styles, strongly 
favored by some style manufacturers. Newer looking 
than either of these is the closed toe and back shoe with 
large cutouts in vamp and quarter. That sling backs 
and open toes will continue into 1947 to a consider- 
able extent will be due in part to the lack of new wood 
suitable for closed shoes. Until that new wood is 
available in sufficient quantity and designed to give 
women the same comfortable fit and freedom that they 
have enjoyed in opened-up shoes, the closed shoe—im- 
portant as it is from a style angle—will be made in 
limited pairage. A handful of manufacturers are using 
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Looking backward to the shoe with 
its ornamentation on the front. 
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What Does a Little Crystal Gazing 
Reveal as to 1947 Style Trends? More 
Closed Shoes. More Style Shoes on 
Medium Heels. More Perfectly Plain 
The Continuance of Sculp- 
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tured Ornaments, Decorative Stitching and Ornamental 


Pumps. 
Cutouts. 
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Looking forward to 
the shoe with more 










The back interest in this shoe, designed by 
Mabel and Charles Julianelli, looks ahead to 
a new fashion emphasis away from the vamp 
treatments and ornaments of the past years. 





new wood which shows the kind of closed shoes that 
will be made later when more such lasts are available. 


the East, having had a fashion revival. The West, which 
has dropped them, may bring them back because of 
their acceptance in the East and because L-85 no longer 
interferes with the return of longer skirts. 

[TURN TO PAGE 99, PLEASE] 


As to patterns, the strong acceptance of pumps will 
continue with higher-riding shoes, the newer silhouette 
for 1947. Ankle straps are reported to be still selling in 
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1. A. Harris and Co., El Paso 
6 col. 10 in. 


“Significant Fashion ... The Ankle Strap” head. 
lines the copy of this clean-cut ad whose step-up ar- 
rangement of the illustration accents the straps and heels 
of these dressy shoes. Copy: “Important Fall fashion 
exemplifying the Parisian influence on footwear . . . the 
ankle bracelet as reflected in this trio of sandals from 
our exclusive collection. Each is carefully executed in 


suede by a master craftsman.” 


2. Delman Salon, Bergdorf Goodman, New York 
4 col. 12 in. 


“Photographed by Kay Ball at the Museum of the 

City of New York” says the line of small type above 

the photograph, while the copy reveals the materials 

and colors in which “The Clasp, the day-in and night- 

out shoe of good times” is available. “By day—suede in 

black, brown, brownstone, navy, brown or green—calf- 

y skin in moss green, wine, blue, brown or black—lizard 
To aes in bronze, patent leather in black. By night—kidskin in 
silver, in gold or both combined—satin in black or dye- 


able white.” 
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3. Haggarty’s, Los Angeles 
7 col. 16 in. 


“Mink brown and gold . . . ele- 
gance right down to the tips of your 
toes!” Thus is accented a fashion 
trend of the season, followed with a 
brief description of the shoe pic- 
tured. Illustration is well balanced; 
all units stand out yet hold together, 
carrying the eye to significant points 
in the ad. White space calls quick 
attention to the shoe and the store 


name. 


4. May Co., Wilshire, Los Angeles 
7 col. 13!/> in. 


Color dramatically accented, and 
prices listed, but short on material 
information that should interest 
women in this ad that boils copy 
down to “California Claret Wine... 
new fashion color . . . heady as the 
wine it resembles.” Squared-off top 
would give greater impression of 
value and exclusiveness. 


5. Imperial Shoe Store, New 
Orleans 


5 col. 14 in. 


“One for the money, 2 for the 
show, 3 to make ready, and off you 
go... in a carbon-black triplicate! 
Rich suede flats . . . suede bag and 
suede belt . . . all stitched boldly, 
brightly in white.” Bag, belt and 
shoe are cleverly handled to tie the 


ad together, while the message on 
the slate gives added importance 
the outfit is advertised nationally in 
a young lady’s magazine. 


6. Coward, New York 
3 col. 7 in. 


Lots of inspiration and informa- 
tion in this small ad—with definite 
attention- value in the layout. 
“Coward's pretty young ‘Coquette’ 
in genuine lizard or alligator. Its 
sleek sandal lines are highlighted by 
a punchwork Pilgrim buckle. Its 
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fleet wedge heel skims through night 
and day. And fitted with Coward 
care, it’s fun to wear everywhere 


” 
you go, all season long. 


1. Saks Fifth Avenue, New York 
5 col. 8 in. 


The third shoe at an irregular 
angle catches the eye. Copy says, 
“Baby calf fur is used on these un- 
usual leather shoes . . . and we 
think it’s an interesting way to focus 
attention on your feet!” 

[TURN TO PAGE 102, PLEASE] 
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Below: Tyrone Power, who has the male lead 
in “The Razor’s Edge,’ accompanied by his 
wife, Annabella, also created much enthusiasm 
at their appearance at the fashionable premiere, 
a major style event for footwear and apparel. 


Below: Two visitors from Britain at Selby Shoe 
Co. factory. Left, H. G. Lewis, managing 
director of C. & E. Lewis, Ltd., shoe manufac- 
turers of Northampton, England, and director 
of Saxone Shoe Co., Ltd., Kilmarnock, Scotland. 
Right, William S. Abbott, director of Saxone 
Shoe Co., in charge of merchandising Saxone 
Stores. On the wall is a painting of the late 
George D. Selby, founder of Selby Shoe Co. 





My 


BSHOE NEWS 


SIP ICTORIAL 


Gene Tierney, star of the motion picture, “The 
Razor’s Edge,” thrills fortunate movie fans who 
packed the lobby of the Roxy Theater, New 
York, to witness ceremonies marking the world 
premiere of the picture. Elegant furs and rich 
fabrics marked the costumes of those attending. 





Below: The bride wore satin slippers! Kelvin 
Cox Vanderlip assists his bride, the former Elin 
Recine Brekke of Washington, D. C., into a car 
after their marriage. Mrs. Vanderlip was em- 
ployed by the Royal Norwegian Ministry of 
Foreign Affairs in London and the American 
Red Cross in Calcutta during the war. 


S. W. Davis, right, director of George Green & 

Sons, Leicester, England, who is also visiting 

Selby Shoe Co. in Portsmouth. At the left is 
J. R. Donohoe, export manager of Selby. 











4t the right is T. O. Pride, grand 
champion Hereford steer, with his former 
owner, Jack Hoffman, a farm boy from 
Ida Grove, Iowa. Jack bought the calf 
last year for $50, and paid out an addi- 
tional $210 for feed. T. O. Pride was 
auctioned off recently, for $42,600. 


Beverly Cecire of Daytona Beach, Fla., is not 

afraid of a Diamondback rattler when it’s 

stuffed! She poses here with the monster and 
shoe made from the skin of another. 


Right: At the left is 15-year-old Jack Hoffman, 

Iowa farm boy, who recently sold his 1200- 

pound prize steer at auction. At the right Eddie 

Williams, buyer of the steer, offers Jack his 
check in payment. 


Above: Right is Eddie Williams who bought 

the 1200-pound T. O. Pride. With him is Harrv 

Schwartz, hide buyer for Acme Boot Company. 
as they both examine a steer hide. 
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REDUCED to its simplest terms, an entrartce display to 
a store has two functions. The first is to inform the 
prospective customer of the wares to be found inside the 
store, and the second is to persuade the prospect to enter 
the store for a closer look. 

Once inside, the customer is in the hands of the sales 
force whose skill is a major factor in determining 
whether or not the sale will be made, but the opening 
wedge of the sale is made when the customer is in- 
duced to enter. 

In persuading people to come into the store, mer- 
chandising establishments spend large sums of money 
on advertising, attractive store fronts, window displays 
and so forth. Yet for each person who comes in there 
are several who do not, because they can’t quite make 
up their minds to pass the psychological barrier of 
pushing open the entrance door. 

A means for helping to overcome this barrier has 
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Interior photo of the new Boston store, taken during a lull in the grand 
opening. The lobby entrance overhang continues over the bag counter and 








serves further to draw attention to this section. 


New Entranee 
sa Lures Customers 


The question is when are you in or 
out of the store? Note how the lobby 
effect is continued inside. 


been found by the Boston Shoe Stores in their first 
American Girl shop opened recently at 9726 Joseph 
Campau Avenue in Hamtramck, island suburb of 
Detroit. 

By unifying into one design the entrance and the 
lobby of the store and by using an almost solid expanse 
of glass at the actual entrance, the door itself ceased to 
be a barrier. 

The architect, Maxwell E. Wright, made use of every 
psychological skill in design to achieve this effect. The 
lobby, both in and out of the door, is attractive and 
sophisticated, but is done in darker colors so that the 
brilliant yellows and soothing greys of the rear of the 
store act as a further lure similar to that of bright out- 
door sunlight. Result—people are drawn inside the store. 

Far more than color effects are used, however, to 
achieve this effect. First, are the attractive windows. 

[TURN TO PAGE 96, PLEASE] 
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HIGH SCORE IN STYLE FOR 


For fashion with a flair for flat- craftsmen of Selby—the world’s 
tery, TRU-POISE shoes hold largest quality shoemaker for 
their own beautifully. It takes women—to create such smart 
the designing genius and expert style for the money! 


The Selby Shoe Company 


PORTSMOUTH, OHIO 
New York Office: 3120 Empire State Bldg. + Los Angeles Office: 816 Haas Bldg. 


ARCH PRESERVER e ACTIVE MODERNS e TRU-POISE ¢ STYL-EEZ 
EASY GOERS e PHYSICAL CULTURE « GROUND GRIPPER ¢ CANTILEVER 
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[CONTINUED FROM PAGE 65] 


Whether or not a repetition of the 1919-1920 pattern 
is likely, the significance of those years can never be 
ignored. Developments then highlighted the relation of 
price and consumption as well as the quick expansion 
of output and the tempering of demand after the war. 
Evidence has already come into sight during the closing 
months of 1946 that some of the forces determining the 
pattern of the postwar years a generation ago have 
reappeared. This time, however, the industry is cog- 
nizant of dangers which were not realized or appre- 
ciated in 1919. Will the industry profit by its expe- 
rience? 


STATISTICAL LANDMARKS 


Before examining the record of 1946 production and 
consumption, it would be desirable to review some sta- 
tistical landmarks in the shoe business. 

First, before 1941 shoe production had been closely 
related to population growth with few significant 
changes in per capita averages. More people bought 
proportionately more shoes in 1940 than in 1920, but 
the mythical average consumer had no markedly greater 
wants. From 2.90 pairs in the early ’20’s, average con- 
sumption increased to only 3.15 pairs in 1940. That 
minor gain was almost entirely in slippers and mis- 
cellaneous footwear, not in staple shoes. Moreover the 
over-all average conceals the fact that slight declines 
took place in the masculine appetite for shoes, while 
the distaff side responded to style appeal with an in- 
crease in consumption of approximately two-third pair 
per capita. 

Second, in the five years prior to the war total pair- 
age averaged 408 million pairs. The national popula- 
tion average for the same period was approximately 
130 million. A prewar production record of 424 mil- 
lion pairs was set in 1939. 

Third, during the war years aggregate civilian pro- 
duction of all types, leather and non-leather, rationed 
and non-rationed, held up far better than is generally 
realized. Average output for the years 1941 through 
1945 was about 450 million pairs. It is true that a pro- 
portion of this output was in classes of shoes with less 
than normal utility and inherent value. Furthermore, 
consumption in the same five years was considerably 
in excess of production, and the demand was always 
present if more shoes could have been made. Never- 
theless, in relation to the prewar level of consumption, 
the wartime rate of production could hardly be charac- 
terized as grossly inadequate. A backlog of demand 
undoubtedly existed by the end of the war, but not a 
vacuum of unfilled wants. 


% 


Fourth, and perhaps most important, is the definitive 
relationship which has existed in the past between the 
national income and gross dollar shoe volume. Before 
1940, the number of pairs produced each year multi- 
plied by the average wholesale price was consistently 
equal to about 1% of the national income. In any given 
year, according to the statistical record, more shoes 
might have been made at a lower average price, or 
fewer shoes at a higher price; but total dollar volume 
would probably have remanied constant at approxi- 
mately 1% of national income. Whatever the reasons 
for this relationship, its fixity over a period of many 
years is an indisputable fact, not to be dismissed lightly. 
dt may be observed that the correlation noted here does 
not simplify forecasting in the shoe industry. National 
income must be estimated, or guessed, and then the 


forecaster must guess probable price trends in shoes. 


1946 ALMANAC 


The year began with uncertainty and concern regard- 
ing supplies. Yet before the first quarter was over it 
was evident that the shoe industry had begun the first 
postwar year conspicuously. More shoes were made 
month after month than ever before; by the end of 
June a production record was established, meeting 
the most optimistic forecasts. In the first half year, 
275 million pairs were turned out, equal to an annual 
rate of 550 million pairs. 

By July the industry’s problems became acute again 
with the uncertain fate of OPA dislocating the chain 
of supply beginning with hides and skins. Livestock 
and meat controls diverted animals from packers and 
curtailed hide and skin supplies reaching tanners. Inter- 
national hide and skin controls had been terminated 
late in June, and world markets rose above domestic 
levels set by OPA. Since the U. S. tanning industry 
must import an important segment of its raw materials 
supply, it became necessary for OPA to adjust some 
domestic ceilings in order to avoid a cessation of im- 
ports. Subsequently, after livestock and meat ceilings 
were revoked, the widespread anticipation that hides 
and skins would also be decontrolled, arrested the flow 
of supply from domestic dealers, butchers and small 
packers. The mounting difficulties of price control were 
finally excised by the end of October, when all price 
ceilings applying to hides, skins, leather and shoes were 
lifted. 

Notwithstanding the trials experienced for several 
months in the second half of 1946, production suffered 
less than might have been expected. Output could not 
reach the phenomenal rate of the first six months, 
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yet production for the entire year is estimated at 522 
million pairs. The significance of that figure, as the 
high water mark in shoe output, deserves more than 
a little reflection. It is the first time that the industry 
has exceeded the half billion mark, and it was accom- 
plished in a year marked by continuous supply diffi- 
culties. Above all, the largest gains were in the major 
categories and in leather footwear. Production of shoes 
with part leather or non-leather uppers declined sharply 
in comparison with 1945. Slipper output showed minor 
change from a year ago, probably reflecting an approach 
to consumption limits in 1945. 


REASONS FOR CONSUMPTION LAG 


Consumption during 1946 does not present as clear- 
cut a picture as the trend of output. During the first 
seven or eight months retail demand was vigorous and 
fully justified the opinion that consumption would 
easily absorb factory output. According to preliminary 
consumption data for 1946, consumers acquired more 
shoes in total and per capita than in any previous year. 
Consumption was slightly below factory output pri- 
marily because demand lagged for shoes in the miscel- 
laneous classification and for women’s shoes with some 
types of upper material. Men’s, boys’ and children’s 
shoes were wanted freely and greater quantities would 
have moved at retail if size ranges had been more com- 
plete. In men’s shoes, the principal scarcity was in 
dress types whereas work shoes by mid-year were ade- 
quate to meet demand. An interesting question in con- 
nection with the men’s shoe market is the effect of the 
return of several million men from the Armed Forces. 
Either G. I. needs were not as startling as was expected 
or else men in the over-age, exempt or unfit groups 
were less active consumers. Furthermore, military shoes 
of the Navy Oxford or Army garrison types may have 
become part of the civilian wardrobe upon discharge. 
It is true that retail demand for men’s shoes approxi- 
mated total output, but a degree of selectivity in buy- 
ing was also apparent. 

Consumption of women’s shoes topped any figures 
for prior years. The full effect of release from style 
restrictions became noticeable in 1946 with innovations 
in sole treatment, color, platforms and decoration stim- 
ulating feminine wants. While opinions were expressed 
that new lasts and a greater variety of colors were 
needed, it is doubtful whether any appreciably greater 
pairage could have been sold in 1946. 


In September there were signs, which became more 
numerous in the next three months, that demand might 
be slackening. Evidence appeared that in one or two 
types of shoes,-such as work and infants’ shoes, pro- 
duction had been at least equal to requirements. Finally, 
general consumer reaction to higher prices became more 
marked in shoes after the advances initiated due to 
higher costs when OPA controls were discarded. The 
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question of price became a major issue and the indus- 
try’s most important enigma for the future 


SHOE PRICE TRENDS 

Little attention has previously been given to price in 
this annual series of reviews. In view of the statistical 
importance of price factors following OPA. decontrol, 
several facts about shoe prices seem pertinent and 
timely. 

For practical purposes shoes change in price not only 
directly but also indirectly through the varying propor- 
tion of output in different price levels. The price of spe- 
cific shoes may not change at all, yet if more shoes are 
made in higher or lower brackets, the average price 
level may shift considerably. For that reason, the aver- 
age wholesale value at the factory offers the most rea- 
sonable measure of shoe price levels. In 1929, for ex- 
ample, the average factory value of all shoes was $2.58 
per pair. The comparable average for 1939 was $1.68, 
and by 1945 the average had advanced to $2.42. 

Before shoe prices were released from OPA control, 
in September, 1946, the average factory value of shoes 
reached about $3.10 per pair. This occurred mainly 
through greater production in higher price brackets 
rather than by virtue of OPA price relief amendments 
for specific types of shoes. How much the average 
value increased after decontrol will not be accurately 
known until early in 1947. Nevertheless, assuming a 
general increase of 10%, a new factory price level 
would be established in the neighborhood of $3.40. 
Should that estimate be correct, the wholesale value 
per pair of shoes would be higher than at any time 
back to 1920 and almost twice the average in the sev- 
eral years prior to the war. 


FORMULA FOR PROBABLE PAIRAGE 

It is not relevant at this point to consider whether 
shoes were consistently under-valued during the °30’s 
and provided consumers with extraordinary value in 
comparison with other commodities. The important and 
immediate consideration involves the potential conse- 
quences of sharp price change upon demand. Here it 
is necessary to recall the relationship of national income 
and the dollar volume of shoe output. Since that rela- 
tionship was demonstrably evident in prewar years, 
there is a reasonable presumption for believing that it 
cffers a gauge for the postwar future. A calculation can 
be made, therefore, which has more than academic in- 
terest to every manufacturer and retailer: Take 1% of 
projected national income in 1947 and divide by the 
estimated average factory value of all shoes; the result 
is an exceedingly approximate guide to probable vol- 
ume. As an example of this shoe arithmetic—assume 
that the potential dollar volume in 1947 will be $1,500,- 
000,000 and the factory average value per pair $3.00, 
then 500 million pairs is the indicated answer. At a 
[TURN TO PAGE 78, PLEASE] 
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higher price, proportionately lower volume may be ex- 
pected and vice versa. 

A forecast was made a year ago that 1946 demand 
would reach a minimum of 465 million pairs which was 
“likely to be exceeded . . .” Appraising the outlook in 
1947 is more complex and hazardous than last year for 
several reasons. A greater degree of uncertainty governs 
the general economic outlook; price developments in 
shoes provoke questions to which the answers cannot 
be dogmatic, and consumer psychology may take un- 
expected and sharp changes in trend. 

Production potentialities offer a problem only with 
respect to supplies of leather since factory capacity is 
wholly adequate to meet any reasonably conceivable 
requirements. Projecting the scale of output for several 
months of 1946 to a yearly basis yields a total more 
than enough to satisfy the most optimistic estimates of 
postwar shoe consumption. Additional factories and 
expanded plants have undoubtedly left the shoe indus- 
try in a position to meet demand for goods well above 
prewar levels. 

Much more important than plant capacity is the 
probable rate of leather supply which depends upon 
the size of domestic livestock slaughter and raw mate- 
rial imports. The complication of tanners’ raw material 
problems need not be examined here in detail. In sum- 
mary, it is probable that the total flow of hides and 
skins during the coming year can exceed available sup- 
plies in the past twelve months. Domestic cattle slaugh- 
ter will in all likelihood stay at high levels for most of 
the year, and U. S. tanners now have access to foreign 
raw material sources on a greater scale than in most of 
1946. Potentially, then, hide and skin supplies should 
make possible a level of production comparable with 
the output reached in 1946, provided that the propor- 
tion of leather to other materials does not increase in 
any substantial degree. 

It is obvious, however, that any estimate of produc- 
tion over a twelve month period must be related to 
probable consumption because factory schedules will 
be adjusted within a relatively short time to the pulse 
of consumer demand as indicated by retail sales. There- 
fore, the pertinent question before the shoe industry is 
the outlook for consumption, and how retail needs will 
be influenced by general industrial trends as well as 
shoe price levels. 


THE OUTLOOK FOR CONSUMPTION 
In the five years prior to 1941, consumers absorbed 
annually an average of 410 million pairs, equivalent 
to 3.15 pairs per capita. Since then the population of 
the country has increased by almost ten million, with a 
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phenomenal increase in the birth-rate expanding the 
ranks of the younger generation. If the greater national 
population should purchase as many shoes per capita 
as prewar, then total shoe consumption would approxi- 
mate 445 million pairs yearly. This arithmetic reason- 
ing ignores entirely any question of changes in con- 
sumer habits, added demand due to rising standards of 
living, delayed or unfilled wants, prices, and the influ- 
ence of broad economic conditions. How much weight 
must be given to these factors in appraising the con- 
sumption outlook and in modifying prewar per capita 
standards? 

Last year the broad industrial picture for 1946 
offered reasonable certainty of a strong base in con- 
sumer demand with large employment, record farm in- 
come and accumulated savings promising tremendous 
purchasing power. Similar certainty is not assured for 
the year ahead by virtue of the serious problems that 
have arisen in industry, particularly in the soft goods 
lines. There are signs that purchasing power has not 
kept pace with the higher price levels of consumers’ 
goods, and towards the close of 1946 consumer resist- 
ance and selectivity created substantial concern if not 
apprehension. Added competition in retail markets ap- 
peared when production of durable goods began to 
claim consumer attention. How serious the initial signs 
of slackening demand and price resistance may actually 
prove to be is uncertain. Nevertheless, in the final 
transition from wartime peaks it would seem inevitable 
that economic corrections take place which will level 
off the extraordinary demand generated during the 
preceding five years. 

Rising costs in 1946 have effected considerable 
changes in those retail price patterns which have long 
been associated with shoe prices. At the higher levels 
which came into sight by the close of the year a testing 
process may inevitably become evident, reflecting in 
the mind of the individual consumer the statistical 
process indicated by the relationship of national income 
and the dollar shoe volume. There can be no foregone 
answer to the test in prospect; precedent is not clear; 
the power of braking forces in the economic structure 
is indeterminable. Should general business volume 
begin to recede perceptibly in 1947 it will be difficult 
for any commodity or group of commodities to escape 
the consequences of retrenchment in demand. 

There remains, finally, the question of consumers’ 
basic needs and the carryover of demand from unfilled 
wants during the preceding two or three years. The 
evidence on this score is not satisfactory and far from 
conclusive. Production and the movement of shoes into 

[TURN TO PAGE 99, PLEASE] 
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E. HUBSCHMAN 
& SONS, INC. 
PHILADELPHIA 


December 15, 1946 


to produce beautiful footwear. 


That’s why TANDRITE is 


seen in the smartest shops in 
the nation. Fashion excitement 
is born and bred in the quality, 


beauty, color and finish of 


Sling back pump with the new 
shorter wall toe. 19/8 heel. By 


MOULTON - BARTLEY 


INCORPORATED 
ST. LOUIS, MO. 
Tandrite Calf, 
Color No. 313 








Once you wear a pair youll always 
wear Jarmans MILLION-AIRE’ 


*More than 7,000,000 men will 
see this in LIFE next season 


@ And that’s just the beginning. For Jarman goes all-out in Spring, 


thus giving Jarman dealers the benefits of the largest magazine 
campaign in Jarman history. And still that’s not all. For Jarman has 
created a precedent-breaking promotional program that includes a 
SHOES FOR MEN complete series of window panels (traffic-stoppers, every one)... a 
choice of window display sets, Custom or Regular . . . a sparkling 
array of “Bonanza” window shoes to glorify the appeal of Jarman’s 
“Leading Styles of the Style Leaders”. . . and a handsomely-masculine 
frosted oak interior shoe displayer that sells the customer who “just 
came in to look.” Furthermore, there’s more, and your Jarman 
salesman has all the details. So if you want to be THE shoe retailer 


in your community, contact him today. 


JARMAN SHOE COMPANY «+ DIV. GENERAL SHOE CORP + NASHVILLE, TENN. 
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Ten little toes 
that 
Poll-Parrot knows 


















...“growin’ pains” just don’t happen to little feet that grow up in Poll-Parrots! 
Millions of mothers know this. They know we've been Pre-Testing Poll-Parrots, under 
actual wear conditions, for more than 17 years. They know they're built over America’s 
widest range of scientifically designed lasts. They’re convinced that, dollar for dollar, 
you just can’t buy a better pair of shoes! Whole-hearted consumer acceptance . . . that’s 
what our consistent national advertising has created for you. What’s more important, 
Poll-Parrot performance assures you of repeat sales from cradle to campus. 


Pre-Testing means REPEAT selling for you! 
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SHOES FOR BOYS AND GIRLS 

















Double sales / 






double profits 


YOU GET THEM THE EASY TRIMFOOT WAY 
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When your store sells Trimfoot Appliances, it's easy to make more sales, 
increase profits and pay shoe salesmen more money. Trimfoot Appliances 
have a real appeal to women who wear fashionable footwear because they 
relieve the discomforts of “high heel strain.” Women who try them, buy them. 
And they're quick to buy a second pair for the shoes they have at home. 


Trimfoot Appliances help you these other ways, too: they make odd-size 
feet easier to fit, and often prevent returns that result when the customer 
blames foot discomforts on the shoe. 


Get the facts about the extra profit possibilities of Trimfoot Appliances 
from the Trimfoot Man. You'll recognize him by the dollar bill in his breast 
pocket. Write to Trimfoot and ask him to call on his next trip. 





APPLIANCE 
PRODUCTS 
DIVISION 


TRIMFOOT COMPANY - TRIMFOOT TERRACE - FARMINGTON, MISSOURI 
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CHICAGO STORES PUSH 
LEISURE FOOTWEAR 


Wirn Christmas just around the 
corner, business in the Chicago shoe 
departments is concentrated mainly 
upon leisure and lounging footwear. 
All stores have repeatedly emphasized 
in their advertising the large and 
varied assortment of boudoir slippers 
which is available. Within the past 
two weeks, Field’s have had several 
full-page ads on mules and hostess 
slippers, most of them in the luxury 
class, and all of them high fashion. 

Evidence that the luxury season is 
at hand is to be noted in the many 
high priced evening slippers which 
stores have been featuring. A lux- 
urious ensemble idea was shown by 
Field’s who offered a number of for- 
mal accessories all made of the same 
handsome imported lamé. Handbags, 
evening coats and a variety of sandal 
slippers (the latter priced at $21.75) 
are fashioned of a metal brocade 
which is also available in the yard 
goods section at $55 per yard. High 
priced shoes of lizard, python, and 
alligator with matching handbags 
have been shown by a number of the 
stores also. 

Apparently on the gift list of many 
a school and college girl are stadium 
boots. All stores have been selling 
them actively, priced from $8.95 to 
$12.95. The low-heel street footwear 
continues to sell actively with the 
young crowd. Fashion-conscious wom- 
en are beginning to ask for the all- 
closed shoes, especially in the higher 
price brackets. But in popular priced 
footwear the open toe or open heel 
iS not rejected by the consumer. 

During the past few weeks, shoe 
business in general has dropped off 
considerably. This is attributed to 
two factors: one, the typical seasonal 
decline when customers are concen- 
trating upon strictly gift items in their 
shopping ; two, the greater caution 
with which all people are purchasing 
staple needs. The lower middle-in- 
come group has experienced smaller 
pay checks and as a result is of ne- 
Cessity more conscious of the rise in 
certain costs. This is especially true 
in footwear where old established, na- 
tionally advertised lines with a past 
accepted price have shown as much 
as a 50 per cent increase. Women, 
confronted with these increases in the 
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price of shoes for themselves and their 
children, state frankly, that they can- 
not afford to buy them. Numerous 
neighborhood stores have remarked on 
this condition recently and it has 


them considerably worried. 
* * * 


NEW YORK SLIPPER SALES UP 
A LTHOU G H shoe merchants have 


noted some price resistance during 
the past few weeks, any decrease in 
shoe sales is being counter-balanced 
by increasing slipper sales as the 
Christmas shopping season gets un- 
der way in New York. In a few 
stores the slipper business has been 
on the upgrade for the past few 
weeks; in others it was delayed by 
Thanksgiving falling a week later 
this year, and also by the unprece- 
dented warm weather up until the 
holiday. 

Buyers say women are looking for 
good fashion in slippers this year; 
the high sales of hostess slippers in 
one shop are evidence of this. A few 
departments are clearing out low 
priced merchandise to make way for 
new fashion merchandise at higher 
prices for gift selling. One buyer 
expressed the opinion that slipper 
business had been poor up until this 
time because stores had too many 








The indoor life of ease (slippered 
type) glamorizes this highly feminine 
merchandise of Lytton's in Chicago. 


slippers of poor quality, many of them 
overpriced. A few departments are 
particularly well-stocked with shear- 
lings and bunny fur slippers, but 
others are selling mostly rayon satins, 
embroidered felts, chenille scuffs. In 
most cases the flat slipper makes up 
the volume of sales. 

Shearling lined slippers are also 
big sellers in men’s departments this 
week, although leather operas are con- 
sistently the best numbers. In gen- 
eral, men’s business has been good, 
running as much as 25 per cent over 
last year’s figures. Although inade- 
quate inventories make it difficult to 
judge demand for particular styles, 
the heavy leathers and styles seem to 
be most popular. 

Rubber footwear and other types of 
storm boots are moving very well, 
particularly in departments for young 
women and children. Despite the 
warm weather customers flocked in to 
buy shearling-lined boots, particularly 
if they were rubber. 

Each week medium heels seem to 
hold a more important position in 
women’s shoe fashions. However, for 
dressy wear, the open-toed sling pump 
seems to have become a classic and 
continues to be first choice. Few 
colors are important, in comparison 
to black, except the high colors in 
reptile, but one buyer reports that he 
can’t get enough brown shoes to sat- 
isfy the demand. 


. cm a 


PRICE RESISTANCE AFFECTS 
ST. LOUIS BUYING 


M OST retailers in St. Louis rate the 
question, “Is the consumer returning 
to his prewar, pre-rationing habit of 
buying shoes in November, December 
and January only at clearance sale 
prices?” as their number one inquiry. 

While there are both positive and 
negative answers to this question, cus- 
tomer resistance to prices, described 
as “noticeable but not severe,” has 
had a marked effect on the buying 
policy of retailers. 

In the words of one buyer in ex- 
plaining his own operation, the result 
has been “to cut down on the num- 
ber of pairs ordered while maintain- 
ing approximately the same amount 
of money expended for new stock.” 
But another shoe buyer in one of St. 
Louis’ large department stores said 
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his shoe department had not cut back 
on quotas yet. He added, however, 
that such a move might take place 
shortly. 

Probably the most noticeable effect 
of the consumer’s slowed buying pace, 
however, has been the passing on to 
the shoe buyer of his selectivity. 
“Like the consumer,” retailers ex- 
plain, “we also are buying only what 
we want, and not taking anything 
that is offered us.” 

Though some back-order cancella- 
tions have been reported among re- 
tailers, the trend apparently has not 
grown to sizable proportions at this 
writing. One department store shoe 
buyer, however, stated that he was 
canceling out on back orders when- 
ever possible, while another said he 
was effecting such cancellations only 
on merchandise which was extremely 
late or unseasonable. 

Despite the fact that increased 
prices had had little if any opportu- 





nity to be passed on to the consumer 
in the month just closed because the 
new priced shoes had not had time 
to reach the retailers’ shelves, No- 
vember sales showed a decided vol- 
ume drop compared with the trend 
existing throughout the first ten 
months of the year. 

In contrast to the previous months 
of 1946, which had consistently run 
far in advance of the corresponding 
month of 1945 in sales volume, No- 
vember at best could be described as 
just holding its own with November 
of 1945. 

In commenting on sales for No- 
vember, 1946, one department store 
shoe buyer said his sales ran a little 
behind 1945, while another cited fig- 
ures which put the month just closed 


about on a par with November, 1945. 
* # # 


PLATFORMS SELL IN MIAMI 


TH E Greater Miami area is pre- 
paring for a heavy social season, the 
first since “before the war.” Practi- 
cally all shoe shops are featuring the 
most enticing evening shoes, the like 
of which have not been offered in 
many years. And because restrictions 
have been lifted, there is a brisk busi- 
ness going on in this type of foot- 
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The association between fine women's 
footwear and fine wines Is highlighted 
in this ad of Rothman's in Miami. 





wear. Burdine’s recently used on en- 
tire page to promote glamorous eve- 
ning sandals. Other shops are mak- 
ing a big play for the holiday festivi- 
ties which call for shoes. There is a 
lot of silver and gold being sold, 
also many brocade numbers. For the 
most part it is the high platform or 
wedge sole that is the best seller. 
Shoe merchants along fashionable 
Lincoln Road are promoting plat- 
forms and high clogs in many types of 
footwear. Said one of the most im- 
portant of these shoe dealers: “We 
haven’t a plain thin sole in the house.” 


At Jerry’s they are showing a number . 


of high platforms in suede of several 
colors, in white or black brocade with 
gold or silver platforms, in red, grey, 
or bronze alligator-lizard and in a 
number of colors in cobra, lizard and 
alligator. 

Burdine’s is showing black patent 
pumps en a rich vintner red inlaid 
platform, and priced at $14.95. They 
also feature mink brown suede pump 
in the new closed heel fashion, with 
grey cobra lined bow, for $21.95. For 
$27.95 they offer a Balenciaga beige 
sling pump on a double-decker sole 
of brown cobra. It, too, has a cobra 
trimmed vamp decoration, in double- 
decker style to match the sole. 

Nearby at the I. Miller -salon is 
a black calf sandal on a high plat- 
form sole. In low wedges they are 
offering a tailored casual in brown or 
white calf, or in a combination of 


brown and white. The point of in- 
terest here is the trim which is a 
tailored buckle flap copied from the 
one used on a mailman’s pouch. An- 
other of their low wedgies is an open 
sandal in brown or white suede, red 
snake, brown calf or a combination of 


tan and brown. 
* a +. 


BUSINESS DROPS IN BOSTON 


Bu SIN ESS in Boston’s shoe stores 
and departments has been below nor- 
mal, with some few exceptions, dur- 
ing most of the month of November, 
with the most decided drop appearing 
in the last two weeks. There is, of 
course, considerable price resistance, 
but it is not sufficiently serious to ac- 
count by itself for the store figures 
available. Other factors, such as the 
temporary diversion of buying power 
to Christmas shopping and the un- 
usually mild weather seem to be part 
of the picture, as well as shortage 
of shoe stocks. . 

Merchants report that, in addition 
to resisting price increases, particu- 
larly true in the case of stores han- 
dling higher priced, high-style mer- 
chandise, women have become defi- 
nitely more selective in their buying. 

To counteract the price conscious- 
ness of the women shoppers, many 
Boston stores, which have been dis- 
playing only their higher priced lines, 
are now displaying most prominently 





shoes which can be sold for consid- 
erably lower prices, and one store, 
selling orthopedic shoes on outer 
Boylston Street, recently threw in 
the sponge and trimmed its main win- 
dow with rubber boots, overshoes and 
rubbers—not a shoe in the entire dis- 
play. 

The Kays-Newport Boylston Street 
store has cut its prices on shoes of 
genuine alligator leather and has been 
advertising a sale of these high-style 
numbers at $16.95, a decrease of ap- 
proximately $4 a pair. In the fore- 
front of this window, however, em- 
phasis has been on low-heel sling 
pumps in black suede and black 
smooth leather at $7.95 and $8.95. 

Incidentally, what appears to be 
the rush to get rid of reptile leathers, 
has led to some incongruous price 
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EXPORT MARKET AND 
SEVERAL TERRITORIES 
STILL OPEN. 


Step into new sales with the Nylashu, a new sandal with all 
Nylon rubber sole and sturdy strap—a product of Nylacraft 
industries. Its many features fit a multitude of uses better 


than any sandal of its type ever made. 


Check these features—its husky Nylon rubber sole is skid-proof, 
waterproof and silent—it will not mark or mar floors. The flexible, 
chemical resistant Nylashu sole provides cushioned, comfortable 


walking, and is 


GUARANTEED FOREVER 


And check these uses—in shower, bath and locker room, on the 
beach, at home and at the gym or club—in fact, wherever and when- 
ever a dependable, comfortable, safe, sandal is needed, Nylashu fits 


into your sales picture. 


RETAIL PRICE $1.00 
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comparisons since, whereas the Kays- 
Newport price on November 27 was 
$16.95, as above noted, on the same 
day, Wilbar’s store on Tremont Street 
featured in their main trim an as- 
sortment of genuine alligator and liz- 
ard styles at $6.98—all of which must 
have been very confusing to the casual 
shopper. 

Another normally high-price store 
—that of Joseph Antell—also on 
Boylston Street, has been emphasizing 
a price range of $6.90 to $10.95 for 
dress shoes of leather, some of them 
being closed heel types for which the 
demand just now is the strongest. 
The Stetson store, nearby, has been 
displaying low-heel pumps and cas- 
uals in black and brown, suede and 
smooth leathers, at a range of $6.95 
to $8.95. 

The dim-out, while it lasted, had a 








curious effect in one or two stores 
which had laid in a display of cos- 
tume jewelry, shoe ornaments and 
other shiny bits of merchandise for 
the Christmas trade. These, in the 
fronts of the windows and needing 
nothing other than natural daylight to 
make their presence known, were good 
sellers—much more so than in recent 


years. 
* #* # 


NEW HAVEN RETAILERS 
ANTICIPATE SALES DROP 


THE first effect of higher shoe 
prices—customer resistance—is being 
viewed with much meditation by New 
Haven merchants. Using what little 
time they’ve had to observe the re- 
action to the shoe boost as a yardstick, 
shoe retailers in New Haven are an- 
ticipating a drop of from 10 to 25 per 
cent in sales after the first of the year. 
Dollar volume for the month of 
November held up well, and in most 
stores ran slightly ahead of the same 
month for 1945, but dealers declare 
that this was an unfair comparison, 
as the gross was equaled on higher 
prices, not on per pair sales. The 
number of shoe sales were fewer, and 
in the opinion of one dealer will con- 
tinue fewer until “manufacturers be- 
come more selective and start giving 
the customer more for her money.” 
This drop in the number of sales 
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has caused shoe men to revise for- 
mer plans for stocking late Winter 
and Spring goods, and most of them 
are cutting inventories 10 to 25 per 
cent, with the scale going up in keep- 
ing with the price range of the shoes 
handled. 

Stanley Rovenor of the Hamilton 
Lapp Co. in discussing the situation 
in New Haven said, “The popular 
price lines will still have their cus- 
tomers, and volume will keep up. The 
higher bracket merchandise will ex- 
perience the most resistance. But 
most dealers will keep inventories 
covered up to the peak of a normal 
year (1941) which will amount to 
about 80 per cent of the total. * Mer- 
chants would rather lose some sales 
than risk a large loss.” 

Improved deliveries play a large 
part in the planning of New Haven 
shoe men to ease their inventories 
from 10 to 25 per cent by stocking 
only those styles needed which will* 
turn over within a month. Better de- 
liveries and with further improvement 
expected after January Ist, and the 
proximity of New Haven to both the 
Boston and New York markets allow 
the shoe dealer to bank on stocking 
lightly and replacing to meet demand. 

Whether increased resistance will 
be combated with heavier promotion 
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The popular loafer with variations 
was offered by Jonasson's in Pitts- 
burgh, in this ad. 


was a question most dealers were um 
decided upon at present. None was 
planning any particularly heavy pro 


motion, and several declared they will 7 


not do any heavy promoting until ab 
lotments are off and they can get all 
of what they want when they want it, 
* 2 * 
NEWARK RETAILERS 
HOLD PRICE LINE 


In this period of unstable prices, 
Newark retailers are making every at- 
tempt to go no higher than they are 
obliged. At Bamberger’s there has 
been a slight increase, but the store 
is selling below its regular mark-up 
prices. 

There is no change in the style pic 
ture at Hausman’s. Black is the pre 
dominant color. Brown calf and 
crushed kid are doing fairly well 


There has been a slow-off on suedes ~ 


at the Christmas season, and red shoes 
are not doing as well as they did last 
year. There is some demand for alli- 
gator and lizard. 

While the market is unstable, Ray's 
has been buying only what is needed, 
but has a good backlog of stock on 
which it can rely. Black suede is the 








big item. There is a tremendous de- 
mand for brown shoes. 

Hahne’s has been getting a lot of 
merchandise, but. while nearly all 
types of shoes are available, the stores 
cannot get them in the sizes desired. 
In the men’s department no shoes are 
being featured, but slippers are sell- 
ing “like wild.” 

Florsheim’s is featuring a long 
grain shoe for men and a cordovan 
shoe, both in wing tips and plain 
styles, for the Christmas trade. Alli- 
gator and calf slippers are also fea- 
tured but there is still a shortage of 
black calf shoes. 

While several retailers have report 
ed better deliveries, a number say 
there is no improvement since the 
transportation strike. Several retail- 
ers remarked that the skyrocketing of 
prices has an effect on deliveries. 
They feel they will not be getting 
satisfactory supplies until Spring, but 
look forward to a great improvement 
in time for Easter. 

[TURN TO PAGE 98, PLEASE] 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manpacturing nd Martels 


New York 


IMPENDING coal shortages and the spectre of consequent 
unemployment, the shifting sands of prices, and a stiffening 
customer resistance are the crucial factors, difficult to 
assess accurately, that lurk discouragingly in the picture of 
the New York area. 

While the over-all production of shoes is estimated, on 
the basis of monthly reports to date, at 525 million pairs 
for the current year, manufacturers are selling only for 
January and February deliveries, with a few advising sales- 
men to cut quotas in half. The reason advanced for these 
curtailments is the difficulty in obtaining materials at prac- 
ticable prices and in solving production problems. Harold 
Quimby, of the National Shoe Manufacturers’ Association, 
points to these facts, in saying, “This hardly indicates a 
weakening retail market.” 

Yet there is clear, unequivocal evidence that retailers are 
fearful of the imminent future and of the present trends in 
consumer purchases. Eddie Atkins, executive secretary of 
the National Association of Popular Price Shoe Retailers, 
says, “There has been a marked tendency in slackened 
sales, particularly in the high priced shoes, with reports 
that the market on women’s shoes in the $20 and up range 
is virtually dead.” Mr. Atkins continues by saying, “The 
retailer is displaying caution in his buying and occasionally 
revising or canceling orders. The theme that is most 
sounded is the need of both manufacturers and retailers to 
cooperate in resisting spiraling prices.” 

“Returned merchandise from retailers is now larger than 
at any other time in the history of the wholesalers’ indus- 
try,” says Sidney Thalheim, president of the New York 
Shoe Wholesalers Association, in decrying the “panicky, 
unjustified attitude” of New York retailers. He reports that 
cancellations are also above average. Women’s novelty 
shoes and plastic type shoes in the low, medium and high 
priced lines are being returned or canceled in greatest 
volume. The New York Shoe Wholesalers will act at their 
next meeting on Dec. 18 to curb retailers’ “unscrupulous” 
returns, it was asserted. 


Boston 


New ENGLAND tanners and shoe manufacturers, insofar 
as their buying of raw materials is concerned, are operating 
on a basis of short-term commitments—a policy which 
seems to be general throughout the country. Both hesitate 
to accumulate inventories until some measure of price sta- 
bility is achieved and are frankly hoping that their reluc- 
tance to buy more than the need of the moment will, in 
turn, contribute to this price stability, if not to price 
reduction. 
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The story is being told of the New England cut-sole 
manufacturer whose contribution to the fight against price 
inflation has been to refuse to buy any raw material, to 
close his factory and to pay all his employees a stated sum 
per week for the “duration.” While the story cannot be 
confirmed, and may even be apocryphal, nevertheless it is 
symbolic of the resistance to high prices being encountered 
on every side. 

Shoe manufacturers report that orders received by them 
from merchants reflect the same conservative attitude. The 
bulk of all orders, they say, is for leather shoes in basic 
types—steady, rather than sporadic sellers. 

Nevertheless, orders placed in both the shoe and leather 
industries showed a large increase in October. The index 
prepared by the Associated Industries of Massachusetts 
shows that October buying was 87 per cent above that in 
September and 42 per cent above that in October of last 
year—teflecting, comments the AIM, “a resumption of 
commitments which were limited in September by the lack 
of material.” 


St. Louis 


WHILE wholesale price increases have approximated 
15 per cent above last available OPA ceilings, the con- 
sensus of most manufacturers is that this figure is low 
when based on a comparison with the current leather 
market. As one manufacturer expressed himself, “We are 
absorbing increased costs ourselves to stay in line with a 
changed consumer market.” In accord with this stand the 
buying of leather is confined to a 30-day basis, in the hope 
that soon it will break in their favor. 

In spite of their caution in buying leather, however, 
members of the industry believe there still is a good mar- 
ket for shoes. This feeling probably is best expressed in 
a recent address by John A. Bush, president of the Brown 
Shoe Co., when he told his plant executives, “Inventories 
of desirable shoes are low in most places and will make 
for capacity operation of shoe factories for many months.” 
He added, “The outlook beyond that time may be less 
favorable, as it does not take long for the shoe industry 
to catch up with demand.” 

Although the industry expresses confidence in the — 


market for shoes, it is taking a firm stand to hold prices | 
to the original advances made following decontrol, while ~ 


in some instances certain manufacturers still have am 
nounced no advances over the last OPA prices. 
Among the latter are Joy Shoemakers, Inc., and Tober- 


Saifer Shoe Co. Jack Altman, president of Joy Shoe ~ 
makers, Inc., said his firm would guarantee the old price P 
for Spring and Summer merchandise, while Lester Tober ~ 


of the Tober-Saifer Shoe Co. stated, “We will continue to 
ship shoes at present prices until we are absolutely forced 
to raise them.” [TURN TO PAGE 100, PLEASE] — 
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SANDAI-CRAFT, Inc. 
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OPA extension measure which, from 
the viewpoint of the administration, at 
least, was worse than the first which 
had been vetoed. 

And in that same month came warn- 
ings to merchants against being caught 
with “unsellables—when the consumers 
get in command of the market”—this 
from the Retail Division, Bureau of 
Advertising, American Newspaper Pub- 
lishers’ Association. 

Despite all this and despite the pleas 
of the industry for relief it was not un- 
til late October that controls were lifted 
and the industry was at last free to 
work out its own salvation in its own 
way. Hides jumped in price, of course, 
but not so many were sold as had been 
anticipated. Tanners were resisting 
prices. It was the same with shoe man- 
ufacturers who bought only small lots 
of leather at a time. Merchants played 
the same game. All along the line there 
was something more than reluctance to 
make long-term commitments at prices 
prevailing during the first flush of vic- 
tory. And there the industry stands at 
the year’s end. What of 1947? 


In one sense of the word, the sellers’ 
market is ended. People, it is true, are 
still hungry for shoes and purchasing 
power is still much higher than during 
the usually accepted base year of 1926. 
On the other hand, it is beginning to be 
clear that consumers are not going to 
buy any shoe which is shown them 
merely in order to get something to put 
on their feet. They will be quality con- 
scious. They may also be price conscious 
but not to the extent of depriving them- 
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[CONTINUED FROM PAGE 61] 


selves of footwear which they really 
need and which they are convinced is 
not unreasonably priced in view of 
costs. So to convince them is one of the 
merchant’s major jobs in 1947. 

Reasoning along this line has in- 
spired many thoughtful merchants to 
re-examine their operations of the war 
years and compare them with their op- 
erations in the years just prior to the 
outbreak of the war. The character of 
their businesses in 1941, for instance, 
as shown by the types of shoes carried, 
was far different from that of the 
years immediately following—a natural 
result of shortages and the desperate 
necessity of being forced to have some- 
thing to sell in order to maintain vol- 
ume. Consumers are now becoming 
more critical of merchandise and more 
selective in their buying. When that 
happens the return of a buyers’ market 
can already be discerned on the horizon. 

Many have reached the conclusion 
that the wise thing to do is to “go 
back,” as they express it, “to 1941.” In 
other words, and with some exceptions, 
they will again concentrate on footwear 
types with which they were successful 
before the war and will be as selective 
in their buying as they expect their 
customers to be. 

“TI,” said one merchant who already 
is revamping his business, “expect to 
make more money in 1947 than in 
1946.” His is an optimistic view. Time 
will tell whether it’s soundly hopeful or 
wishful thinking. Right now a good 
many shoe men would willingly settle 
for a safe assurance that they will 
break even. 





February Orders 
Taken at Show 


INDIANAPOLIS, IND.—The attendance 
at the Indiana Shoe Show, held recently 
in the Murat Temple, here, was larger 
than at any previous show, and the 
number of displays was in excess of the 
preceding show in May. The show was 
sponsored by the Indiana Shoe Travel- 
ers Association, Inc. Buyers came from 
the neighboring states of Ohio, Ken- 
tucky and southern Illinois, with the 
usual number of shoe merchants from 
all parts of Indiana. 

While interest was good, there was 
some reluctance on part of many re- 
tailers to buy too far in advance. How- 
ever, orders were sold for delivery as 
far ahead as next February. That 
merchants were buying their needs in 
rather a conservative way was the gen- 
eral report at the two-day show. 

Displays were varied but as a rule 
held close to the line in. women’s foot- 
wear. The strong demand was toward 
leather types. Patent leathers sold un- 
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usually well, with reptiles and plastics 
running close. Nailheads and ornate 
trims seem to have lost their hold and 
were not so popular. The trend was 
toward the plainer types, while. wedgies 
and casuals were in good demand, with 
the usual good call for sport shoes in 
three popular heel heights. 

From general reports there still 
exists a shortage in most lines. Shoes 
for evening wear were inactive; al- 
though there were several good dis- 
plays, interest in this line of merchan- 
dise was lacking. 

Buyers were concerned over the re- 
action of the public to the high prices 
of children’s shoes. Definitely the 
prices are out of line as most houses at 
the show agreed. Shortages continue in 
‘children’s footwear as was shown by 
the meager displays at the show. Sev- 
eral displays featured infants’ shoes but 
no delivery on these could be promised 
for some time to come. 

Men’s shoes were on display, but there 
was reported by some of the leading 
manufacturers a real shortage, and 






definitely an advance in prices. The 
prices of materials used in the manu. 
facture of men’s shoes continue to soar, 
There were more Summer shoes for 
men sold than usual, with interest ip 
casual types, ventilated models and 
wedgies on the increase. Orders for 


casual shoes were excellent. Woven 
huaraches sold well, and ventilated 
footwear had an excellent call. Retajj- 


ers were buying sport shoes where they 
could but it seemed impossible to meet 
the demand. There was a big demand 
for the darker shades of brown, with 
an increasing demand for black, in the 
better types. 

Rubbers in men’s, children’s and 
women’s lines were short. While some 
boots seem available, the usual scarcity 
of this line was evident. 

The two-day show was considered a 
success, according to H. A. Thompson, 
president of the Indiana Shoe Travel- 
ers Association, Inc. Other officers of 
the group are C. E. Larson, vice-pregi- 
dent; R. F. Grosskopf, treasurer and 
H. B. Thrall, secretary. 


Geuting Club Holds 
Annual Dinner 


PHILADELPHIA, PA.—Several hundred 
members and executives of the A. H. 
Geuting Company, who make up the 
membership of the Sunshine Club, gave 
their 39th annual dinner at the War- 
wick Hotel, recently. 

William A. Geuting was chairman 
of the dinner and in a speech delivered 
to the club, congratulated the members 
upon its continuous activity through 
the years as well as upon the continued 
growth of the business. Mr. Geuting 
pointed out that while the dinner was 
being given in honor of the president of 
the company, Anthony H. Geuting, 
upon the occasion of his birthday, it 
was also given with the idea of fur- 
thering the spirit of cooperation of the 
organization with the public at large 
and of maintaining and increasing the 
high morale of the Sunshine Club itself. 

Mr. Geuting brought good news by 
saying that he could assure the or- 
ganization that there would be no sig- 
nificant advance in shoe prices and in 
point of fact that it would be the 
store’s policy to hold prices as low oF 
lower in many departments than they 
had been before. 

“Certain scarcities in leather exist,” 
he said, “but we do not apprehend that 
these scarcities will last long or affect 
our prices unfavorably.” 

An unexpected feature of the dinner 
was a message from A. H. Geuting, 
president, given by motion pictures m 
color and a transcribed message which 
he sent to the dinner guests. 

Twenty-five members of the Sum 
shine Club have been with the A. H 
Geuting Company for 25 years or more. 
They are known as the Quarter Cen 
tury Club and each one was presen 
with a wrist watch. 
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Give your : Xd ly recognized by the consumer as 


worthy of confidence. O'Sullivan has been creating 


dvanced materials for the shoc industry for 





50 years. : 
O’SULLIVAN RUBBER CORPORATION SF WINCHESTER, VIRGINIA 
MacPherson Leather Co. Shain & Co. Spruce Leather Co. Associated Mfrs., Inc. William Schlesinger, Inc. 
Los Angeles, Calif. Roston, Mass. New York, N. Y. Washington, D. C. New York, N. Y. 
(Shoes ond Bogs) (Shoes and Bags) (Bogs, Luggage ond Upholsrery) Upholstery) (Export) 
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New Entrance Lures Customers 


[CONTINUED FROM PAGE 74] 


At the left of the entrance is a box- 
style window, mirror backed to provide 
light and a complete view of each shoe 
displayed. At the right is an L-shaped 
window with the background draped in 
yellow to tie in with the color scheme 
of the interior. 

To give the unified exterior-interior 
effect the deep green with a bluish 
tinge of the ceiling is carried inside. 
The rows of recessed lighting fixtures 
also continue into the interior. 

Further emphasizing the psychologi- 
cal pull to walk in are narrow light 
lines in the terrazzo flooring which lead 
in through the all-glass door and into 
the interior. 

The brightness of the sales area of 
the interior is achieved with a generous 
use of yellows, softened with sophisti- 
cated grey, and given sparkle by the 
lavishness of mirrors and transparent 
plastic. Solid yellow is used on the up- 
per sections of the walls and grey on 
the lower. To break up the wall area 
recessed sections are done with yellow 
and grey in vertical stripes. 

A curved section at the rear, used for 
display purposes, is backed with plas- 
tic, with the same material backing the 
bag display section at the right of the 
entrance. The plastic gives all the light 


of solid mirrors with additional sparkle. 


Beyond the tiling, the floor is car- 
peted in a rose and grey pattern. The 
65 chairs are upholstered in yellow 
leather and are built on tubular frames 
in units of five. The center rows are 
arranged at angles to avoid the cold- 
ness of straight lines. 

The store has been received with de- 
light by the residents of Hamtramck 
who take a civic pride in attractive 
commercial establishments. Although 
completely surrounded by Detroit, 
Hamtramck has maintained its legal 
entity as a separate city and in addi- 
tion has many of the characteristics of 
a small town. 


Hamtramck is fond of dramatic 
openings for new stores. In keeping 
with this tradition floodlights were 
played on the white marble store front 
during the heavy shopping evenings of 
Thursday, Friday and Saturday during 
the first two weeks. 

This is the first of a series of stores 
which, as part of the Boston organiza- 
tion will carry only American Girl 
shoes for women, retailing at a single 
standard price. The only exception is in 
the play shoe lines which are drawn 
from other manufacturers. 





Arthur H. Cooper 


AUBURN, MAINE—Arthur H. Cooper, 
89, co-founder in 1883 of the Auburn 
shoe manufacturing company, Wise & 
Cooper, died at his home in Auburn re- 
cently. Mr. Cooper had retired from 
Wise & Cooper in 1926. 


Washington Newsreel 


[CONTINUED FROM PAGE 54] 


who are preparing a listing of items on 
which concessions are to be requested 
that the United States will ask for 
greater concessions in most cases than 
will be granted. These requests cover 
all countries where domestic interests 
feel that any product can be sold—be 
it footwear or beeswax. 


Considerable information on the con- 
cessions to be requested is expected to 
be gathered from export interesis at 
the public hearings, scheduled to begin 
on January 13. 

Finally, the State Department says 
that it intends to include in the pro- 
posed trade agreements an adequate 
escape clause, along the lines of that ap- 
pearing in the trade agreement with 
Mexico, under which a concession, which 
as a result of unforeseen circumstances, 
causes serious injury to domestic pro- 


% 


ducers, can be modified or withdrawn. 
It is believed that such a provision will 
adequately safeguard American in- 
terests. 





Grace Powell Resigns 
From I. Miller 


NEw YorK — The resignation of 
Grace Powell as designer for I. Miller 
& Sons, Inc. was made public recently, 
Miss Powell plans to open her own 
style, design and publicity studio after 
a business trip to South America jp 
January. 

Miss Powell’s resignation came after 
214 years with I. Miller, which was 
preceded by five years’ experience jn 
her own designing business. It was 
reported that no successor to Miss 
Powell has as yet been chosen. 





J. J. Pettus Retiring 
From International Shoe 


St. Lours—The retirement of James 
J. Pettus, director of merchandising 
and vice-chairman of the board of the 
International Shoe Co., from active 
business in the near future, is reported 
here. He will remain as a board mem- 
ber of the company, however. 

Mr. Pettus’ duties will be taken over 
by Henry H. Rand and Edgar E. Rand. 
Mr. Pettus is one of the 13 incorpo- 
rating directors of the International 
Shoe Co. 





Store Has Large 
Handbag Collection 


ALBANY, N. Y.—Kohn Brothers, here, 
announced recently “an important col- 
lection of handbags by the fashion- 
world’s most eminent creators.” Priced 
at $4.95 to $69.50, they were a new item 
on the store’s new mail order plan. 
Well known makers in handbags were 
featured in large newspaper ads. 





New Children’s Shoe Section at Gimbel’s 





New York.—Part of Gimbel's “million dollar redecorating plan", the new 
dren's shoe department and slipper bar, accommodates ages ranging from 
to "teens. Simplicity of design and decoration has been accen 
back seating arrangement provides for increased functional efficiency and 


tie 


tuated, The 


i 


the wall space for show-case or other use. The buyer for the department Is Pos! 


Korelak, assisted by Morris Weiner. 
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As the eventful year of our 25th anni- 
versary draws to a close, we at The 
Servus Rubber Company wish to express 
once again our deep appreciation to our 
loyal customers, suppliers and friends, 
who, throughout the past quarter of a 
century, have contributed so greatly to 
the Company's successful growth and 
sound position in the rubber footwear 
industry. Your loyalty 
and cooperation have 
been a source of inspira- 
tion to us all. It is our 
hope that we may con- 
tinue to merit your loyal- 
ty in the years that lie 
ahead. 
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HI-VALUE 
Black and Brown Duck Uppers 


the canvas rubber-soled play shoes for 
which sports- and play-minded Americans have 
long been waiting. Yes, sturdy, well-built 
Servus tennis shoes are back again! 


A this spring Servus will be ready with 


Unfortunately we are not going to be able 
to satisfy completely the great demand for 
canvas shoes, but we feel sure that the time is 
not far off when we can again fulfill all of our 
customer wants. 


With all best wishes for a merry holiday 
season and peace, prosperity and happiness in 
the new year. 


THE SERVUS RUBBER CO. 


FACTORY AND GEMERAL OFFICES 


ROCK ISLAND ILLINOIS, U.S.A. 
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Diny ACAIN/ 


SERMOLD 
Biaca Dect Upper, Molded Crepe 
Colored Outsole, Cushion Arch 
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All of us 


who make or sell 


CAVALIER 


Shoe Polishes and Dressings 
extend to you our 
most sincere good wishes 


for 1947 












Review of Retail 
Trade 
[CONTINUED FROM PAGE 90] 
The London store is featuring slip- 


pers in all colors and color combina- 


tions. 
* # * * 


TWIN CITIES FEATURE 
HOLIDAY FOOTWEAR 


Minneapolis. 


H OLIDAY season finds much in- 
terest in shoes, with quality shoes 
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leading. Dress and double service 
shoes are selling well. Blacks are 
wanted. There is excellent sale of 
evening shoes in gold and silver. 
Napier featured a sling pump of 
polished alligator in shades of amber 
and mink. Deep black fabrics with 
patent and suede trim found favor. 
Roy H. Bjorkman aimed for cos- 
tume harmony in showing deep wine 
tones in suede with platform soles 
in sling pumps, cross-band style. A 
medium heel, high front sling in wine 
was also shown. Both styles were 


also done in black suede. Baby alli- 


| gator in brown or red in both sandals 


and sling pumps were shown, selling 
at $32.95. 

C. M. Stendal featured tan calf 
sling pumps for street. Soft doeskin 
sling pumps in black or brown were 
favored. Another black doeskin with 
gray python trim and platform was 
well liked. 


*~ * * 


St. Paul 
NEWMAN'S accented shoes heavily 


in introducing their remodeled store, 


Reptile-edged pumps of black suede 


| and brown sold well. Fine calfskins 


and reptiles were shown and attracted 
much attention. 

Field-Schlick caught attention with 
a black suede sling pump with plat- 


| form of braid and jewels, a trim 
| which was repeated on a decorative 


heel. 

Maurice L. Rothschild showed san- 
dals in brown or block gabardine for 
dressier occasions or to be worn as 
street shoe. The favorite doeskin sling 
pump shown at this store was still 
selling well. 

Schuneman’s, Inc., started the 
Christmas season with a complete as- 
sortment of styles in slippers in wide 
color range. 
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Shoes in the Postwar Era 


[CONTINUED FROM PAGE 78] 






































distribution during 1946 was very large by former stand- 
ards. Undoubtedly some part of any accumulated need 
for footwear was filled during the past year so that the 
pressure of such need has not been diminished. A re- 
turn to the normal servicing of the country’s require- 
ments might well entail further restoration of supplies in 
the national shoe pipelines. 

Of all the factors which will control consumption in 
1947, only one is clearly within the possible control of 
the shoe industry, manufacturers and retailers. Stated 
in the bluntest terms, that factor is the relative impor- 
tance of shoes among all the goods and services which 
absorb the consumer’s dollar. Shoes were tremendously 
enhanced in prestige, in status and importance after 
February, 1943. The opportunity presented thereby to 
revitalize production and merchandising possibilities 


should not be lost. 








Dr. Hiss’ Original CUBOID BALANCER 


Editorial Outlook built into all Dr. Hiss Shoes, giving Balanced 


[CONTINUED FROM PAGE 59] Support to Cuboid Bone (Dr. Hiss created the registered 
try’s problem for the immediate future. More specifi- | "ame “Cuboid Balancer” in 1923. Patent 1,484,785) 
cally the problem resolves itself into a question of what ye 
: price policies and what production, merchandising and 
selling methods must be adopted in order to maintain As V2 


the maximum volume of profitable shoe business in the 
coming months. To answer some of these vital ques- 
tions will be a prime objective in REcoRDER’s editorial 
plans and program for 1947. 








Reviewing 1946—Forecasting 1947 


[CONTINUED FROM PAGE 67] 


As to heel heights, the very high and the flat, both so 
popular these past few years, will continue, plus many 
medium heels on style shoes, not just conservative types. . 
Next to the change from open to closed shoes, the most e eve 
noticeable development will be the strong fashion em- | 
phasis on the untrimmed shoe. In 1946 rosettes and Cuboid Stabilizer 
soft bows were still being used—and will continue in . 
volume and mail order business—but other kinds of : . : 
trimmings were gaining in popularity—the so-called A Foot Appliance to insert in ANY shoe, 
“sculptured” ornaments and flat trimmings such as cut- | designed to Balance the Heel, Support the 
outs, stitching, tuckings, drapings and shirrings. In | Cuboid Bone, and Aid Metatarsal Weight 
1947 ornaments and trimming details will also be used | Distribution. Developed by Foot Research 
om a new area, the back of the shoe. As we look ahead | partment of Dr. Hiss Clinic. Los eles. 
to the next twelve months, we can expect rfiore and more ms : ie - 
that these will be significant style trends, but, even more 
style right than any of these detailings, will be the per- 

plain pump, d’Orsay, Regent or seamless—slated 
to be the most important silhouette for 1947. 








Interested in being our Authorized Distributor? Write for 
details—right now! 
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| The STABILIZER Co., 740 So. Flower St., Los Angeles 
HARRY E. BARBER, PRESIDENT 
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and 


A Prosperous 


New Year 


The M. B. Adrian 


“SPECIAL” | 


THE FINEST INsX-RAY 
SHOE FITTING EQUIPMENT 


X-RAY CO. 


2507 $. HOWELL AVE. - MILWAUKEE 7, WIS. 








Manufacturing and Markets 


[CONTINUED FROM PAGE 92] 


CHICAGO 


WITHIN the past two weeks there has been a small but 
perceptible decrease in the price of hides. Buyers for shoe 
factories attribute this largely to the fact that they rejected 
the earlier high prices, and that this resistance on their 
part caused a lowering in the figures asked. As of the first 
of this month the price of native cowhides was 28¢ per 
lb., as compared with 30¢ the week previous, and 33¢ the 
week before that. The general over-all reduction in almost 
all classes of hides has been in the neighborhood of 10 per 
cent. Small packer hides sold actively at 22¢ and 23¢, also 
showing a similar reduction in price. While, of course, 
these costs will not be reflected in the costs of footwear for 
some time to come, nevertheless it makes the shoe industry 
hopeful that it indicates a leveling off in basic prices. 
Within recent weeks a number of factories in this area 
has increased their prices from 10 to 20 per cent, increases 
necessitated by the higher costs of operation and production. 
With the recent decrease in hides, they are hopeful that no 
further additions in costs will occur. Since many factories 
have found resistance to prices on the part of footwear buy- 
ers (in turn, reflections of consumer resistance), every 
manufacturer is definitely price-conscious. News comes 
from big stores and from small neighborhood shops alike 
that the average customer is balking at higher prices, not 
because she does not understand the reasons for them but 
because she literally cannot afford to pay more. The lower 
middle-class group is finding that the wage-earner’s pay- 
check is smaller than formerly. Theretofore a lowered 
wage must be spread more thinly over the necessities which 
each family requires. For instance, a woman who formerly 
bought for her children branded shoes at $3.50 or $3.95, 
now is confronted with prices of $5.50 and $5.95. And her 
husband’s lessened income cannot allow this higher expen- 
diture. This does not mean that the shoe business is at a 
standstill. Business is still very good in retailing, but it 
has not the boom quality that the average merchant had 
grown accustomed to over a period of many months. 

Calfskins are still critically short. Before the war many 
of these were imported from Australia and New Zealand. 
Now all of these hides are sent to England. Therefore a 
very important market is closed to the U. S. Tanners main- 
tain that no real easing in the calfskin situation will occur 
until a world inventory can be accumulated. So far as do 
mestic inventories are concerned, manufacturers report 
that they are buying only about two weeks’ advance supply, 
which is enough to assure their factories a steady produc- 
tion. With the present uncertainty in leather prices, no 
manufacturer feels it is wise to pile up stocks at high 
prices and risk a serious deflation in this commodity. 

As the coal strike continues tanners are beginning to feel 
uneasy on the subject of rail shipments. Many tanners ship 
their goods around the Middle West area by truck, but for 
further distances they go by rail. No tanner has any for- 
midable coal pile, and if the strike continues, there is sure 
to be a difference in their soaking operations, since coal is 
necessary for this as well as the continued arrival at the 
tannery of lime and tanning extracts. Another element to 
add to the grimness of the immediate picture is the possi- 
bility of a strike among the packing house workers at the 
Big Four plants in Chicago. For the moment this union 1s 
holding its strike threat in abeyance. 
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Let a Great Name Help You Sell Rubber Footwear 


emt: Say, Mister, have you got any of those swanky cizrx: There you are—the popular over-the-shoe 
boots all the girls are wearing? Military Boot. 
cumx: Sure have—just a minute and I’ll show them Git: That’s just exactly what I want. 


to you. 


cumx: You try them on yourself and you will see how Cterx: And they will give you plenty of wear too 
easily they slip on. ... they’re made by B. F. Goodrich. 
Git: You said it! And what a smooth fit. They cer- Gint: That does it! Dad swears by their tires. I'll 


tainly feel warm and comfortable. wear the boots home. 


Your customers know the name B. F. Goodrich and what it stands 


for in the field of rubber research. They know that on rubber and canvas & 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 13 F Goodrich 
- € . 


ond wear. It's your assurance of a satisfied customer who'll be back again 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 
FIRST IN RUBBER 
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STYLE 501 


SOFT SPONGE RUBBER WITH ADDITIONAL RAISES in 
METATARSAL AND LONGITUDINAL ARCHES. WOMEN'S 
SIZES 5 THROUGH 10, WIDE AND NARROW. MEN'S 


SIZES, SMALL, MEDIUM AND LARGE. 
RETAIL PRICE 


WE PAY 15¢ 
PER PAIR P.M. 
TO YOUR SALESMEN. 


$1.50 PER PAIR THAT WILL MAKE GRATEFUL FRIENDS FOR YOUR STORE, 
DEALER'S COST $7.80 PER DOZ. PAIR WRITE TODAY FOR SAMPLE PAIR OR RUN OF SIZES. 


VOSBURG .03%ceCOMPA 





VOSBURG'S 


METATARSAL INSOLES 


130% MARK UP 
TWELVE TIMES YEARLY TURNOVER 


DOES THIS MARGIN OF PROFIT AND RATE OF TURNOVER 
SURPRISE YOU? IT SURPRISED MR. DRED WHIDDON, OWNER 
OF WHIDDON’S SHOE STORE IN DALLAS SO MUCH THAT HE 
WROTE US AS FOLLOWS: 

"| DIDN'T REALIZE HOW MUCH PROFIT WE WERE MAKING 

FROM YOUR METATARSAL INSOLE UNTIL | FIGURED IT OUT. 

FROM AN OPENING STOCK OF ONE GROSS PAIRS, COSTING 

US $93.60, WE ARE AVERAGING ONE GROSS PAIR SALES 

PER MONTH WITH A YEARLY GROSS PROFIT OF BETTER 

THAN $1500.00." 


IF YOU WOULD LIKE A HIGH PROFIT FAST-TURNING ITEM 


oan US 1 Thee 











Recorder Surveys the Ads 


8. Franklin Simon, New York 
4 col. 9 in. 


Two layout tricks, the broken 
border and the circle, to attract at- 
tention. Copy tells us, “Malacca, 
gleaming wheat - blonde alligator, 
complements dusk-deep Fall costume 
shades. A platform pump, polished 
and cut with gem-like beauty, with 
solid matching over-arm bag.” 


9. The White House, San Francisco 
8 col. 12 in. 


“Feet are wonderful this Fall . . . 
and the shoes are where the fun 
happens! Shoes are young, bold 
and flat on the floor. Shoes are done 
up in furs, fancy fabrics and de- 
lirious shades. They're the reason 
you're dressing in background col- 
ors . . . all the better to play up their 
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[CONTINUED FROM PAGE 69] 


excitement!” Which we are sure  enthusing over a just-born style. 
will add up to attention, interest, That makes the Petty ad a good 
action! one. “Quick Change for Loafin’... 

Not much time for loafin’ these 
10. Nordstrom’s, Seattle days, so make the most of your pre- 


A cious leisure hours. Try the magic 
3 col. 9 in. of this handsome moccasin for step- 

Simple layout carries the eye ping instantly from high gear to 
through the ad with illustration, easy idling.” 


headline, price and name all read- 


able at a flash. Copy tells readers, 12 Wright Arch Preserver Shoes, 
“It takes a sturdy shoe to withstand q New York 
.. This 


a Winter on the Campus. . 
heavy-duty Randcraft is a wonderful 2 col. 9l/, in. 


investment in good looks and long Tn detiies end 6 ee 


wear for on the Campus or off. rhyme give swing to a small ad. 


“At selling or Samba, Holworthy 

1. Petty's Freeman Shop, has style, His footwork is neat—has 

Pittsburgh the rest beat a mile. And the pep he 

. exudes from gray dawn ‘til—you 

3 col. 6 in. know Is princip’ly due to his shoes 

Doing an oldie in an interesting —see below.” Included is a list of 
way is usually more difficult than fourteen places to get them. 
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Prices Up at 
Grand Rapids Show 

Granp Rapips, MicH.—Grand Rapids 
Shoe Fair, a semi-annual affair, at- 


tracted over 550 visitors during the 
recent three-day showing in the Pant- 


lind Hotel, here. Five floors of the 
hotel were used for exhibits. 
Prices were up because manufactur- 
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ers are concentrating on higher priced | 


lines as long as demand holds good, ac- 
cording to salesmen. The swing in 
women’s shoes was definitely toward 
the casual type in high colors such as 
red, yellow, blue and green, while men’s 
shoes of every variety were “hot” 
items. 

Michigan Shoe Travelers Club, spon- 
sors of the three-day affair, voted at 
their business session to hold a Spring 
fair here beginning May 17, 1947. 





Col. Bobrink Commands 
Boston QD 


Boston, Mass.—Colonel Henry W. 
Bobrink, QMC, of Cohasset, Mass., has 
assumed command of the Boston Quar- 
termaster Depot and the Army Base. 

Colonel Bobrink has been Director of 
Procurement at the Depot since March 
18, 1946. During World War II and 
prior to a year’s service in the 
European Theater of Operations, he 
was the Stock Comptroller in the Office 
of the Quartermaster General in 
Washington, D. C. For his service as 
Assistant to the Theater Quartermas- 
ter in the European Theater of Opera- 
tions, he was awarded the Bronze Star 
Medal in August, 1945. He was over- 
seas from Jan. 17, 1945, to Feb. 18, 
1946. In the first World War he served 
as a Captain in the Infantry. 





End-Size Shoes 
Ordered by Army 


Boston, Mass.—The Doyle Shoe 
Company of Brockton, has been award- 
ed a contract for 6660 pairs of low- 
quarter, tan shoes, in unusual sizes, ac- 
cording to an announcement made by 
the commanding officer of the Boston 
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Congratulations 


FOR THE Se YOU'VE DONE 


/ IDEAL BABY SHOES 


1946 has not been an easy year for 
you, with an average of four pairs of 
tiny feet waiting to be fitted with every 
pair of Ideal Baby Shoes you received. 
Your patience, we're certain, has been 
. far greater than that of the solicitous 
parents who insist that Ideal Baby 
Shoes are the only shoes they want their 
precious young ones to wear. 


This remarkable appreciation by your cus- 
tomers for the fine baby shoes you sell is 
no greater than our appreciation for the understanding manner in which 
you have accepted quotas and delays. We hope and sincerely believe 
that in 1947, we'll both be in a better position to satisfy our customers. 


mrs. DAY’S IDEAL sasy sHoE co. 


DANVERS, MASSACHUSETTS 


71 WEST 35th STREET 
NEW YORK 1, NY. 


1070 MERCHANDISE MART 
CHICAGO, ILLINOIS 











Quartermaster Depot. Bee irises AOS OR 
S#UneonucanennennouuueeeageeeeGQueeeMUeeOAUSeEOAUUGEAAOEEEAAOEEHHALEAMATHEAAUHEATHMAAININNNL: | Instant Visibility Theme 
= WHLLrAM IseEuin & Co.. INC. = = 0f New Store 
= FOUNDED 1808 = New York—You can stand in one 
= =| spot within the new Whitehouse & 
= Our actors... | Hardy store for men’s shoes and fur- 

ef factoring ice makes it possible nishings, opened recently at 695 Fifth 
= for the shoe executive to devote full time | Avenue, and see all the types of mer- 
= = to production and selling activitiee—the ioe Seieueme | chandise. 

= real source of profits. and Selling Agents | Architecturally, the store is a post- 
= of Shoes, Leather | war dream realized, with such unique 
S Inquiries invited and AlliedProducts | features as a complete glass store front 
= | making the interior of the store itself 
= =| the window display; one entire wall 
2357 Fourth Avenue NEW YORK = and all chairs covered with matching 
3 Branch Offices =| leather; and postwar illumination in- 
= LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. = | cluding “egg crate” lighting and re- 
SSoeeennvesnsroanesvnonnsnacecennenapaveusenoenecavnoeneaseeerveenstneoneenenetz cessed high-hat lighting. 
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IN PERFUME, 
it’s the essence... 


IN LEATHER SOLES, 


SET 2 


POLARIZED LIGHT PARALLELS KEEN 
INSIGHT OF ENGLAND-WALTON SORTERS 


iw ne. ee a. a a a a | 


Seal 


E-W fibre-sorted soles offer greater flexi- 
bility and wear-resistance. 

Uneven stress lines developed in unmatched 
flexed samples are shown in Set 1 of these 
paired photoelastic pictures. They're like in- 
ternal structure of unmatched leather soles: 
UNEQUAL WEAR SERVICE. 

Uniform stress lines in Set 2 are comparable 
to soles matched by E-W sorters: 

LONGER, MORE EVEN WEAR. 


FIBRE-SORTING 


makes the difference 


FIBRE-SORTING, by England-Walton’s skilled 


craftsmen, provides superior matched soles... 


ENGLAND-W ALTON 


trained to detect minute differences of inner fibre imate ten 


Cut soles and sole leather. 
Pure oak bark tanned. 


because these men have sensitive “X-ray” eyes, 





construction of leather. Manufacturers who spec- 


ify E-W FIBRE-SORTED cut soles are assured 


of retailer and customer repeat orders—because England-Walton Division 


they’re satisfied. A. C. LAWRENCE 
LEATHER COMPANY 


Boston + Camden + Peabody + New York « St. Louis 
Columbus + Milwaukee + Los Angeles + San Francisco 
Ashland, Ky. * Newport, Tenn. + Hazelwood, N. C. 


FIBRE-SORTED soles offer that extra value whick 
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is a unique E-W selling feature. 
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Shoe News a 


IN THE SHOE TRADE 





RECORDER REVIEW OF CURRENT HAPPENINGS 





Former OPA Executive Now 
With Hermal Shoe Co. 


Boston, Mass.—Roy Maling, presi- 
dent of the Hermal Shoe Co., has an- 
nounced the appointment as general su- 
perintendent of Michael F. Lynch, who, 


Shoe Pricing Cautious, Conservative 





Manufacturers’ Dealer-letters Indicate Determination To Resist Price 
Rises—Industry’s Responsibilities Felt 


New York—Divergent opinion of 
price futures may exist among shoe 
manufacturers in this inaugural period 
of shoe and leather decontrol, but it is 
apparent that there is a unanimity of 
operating policy. Shoe manufacturers 
want to preserve as much price sta- 
bility as possible, under uncertain con- 
ditions, and to that end are reassuring 
retailers of their conservative price at- 
titude. 

Some manufacturers are, of course, 
in better position than others to main- 
tain constant prices, and most seem 
able to inform their outlets of static 
prices until early Spring. 

A growing realization of potential 
and actual buying resistance at the re- 
tail level, and in the attending inherent 
dangers of spiraling prices, has con- 
tributed to the conservative policy that 
is current. 

No public mention in the industry 
has been made to lower labor costs. 
Apprehension has been expressed, how- 
ever, that new wage increases will 
eventually have to be met against 
rising living costs. The attentions of 
manufacturers are focused on the sup- 
ply and price of hides and leather. 

Dealer letters from manufacturers 
are revealing of the general swing to 
conservative, cautious policy and are 
significant of a fresh consciousness of 
the industry’s responsibilities: 

The Fulton Leather Goods Company, 
New York City, manufacturers of 
leisure footwear and sandals, as well 
as luggage and leather goods, says, in 
part: “In the face of a wild upward 
swing of leather prices we reiterate 
this pricing policy. We are determined 
t d our prices within our OPA ceil- 
ings of Oct. 30th... . We are prepared 
to accept the financial sacrifices in- 
volved in the absorption of current ex- 
leather prices . . . confident 

sacrifices will be offset many 
an intangible profit . . . the 
and esteem of . . . retailers.” 
The Selby Shoe Co., Portsmouth, 
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Ohio, manufacturer of women’s shoes, 
comments: “By and large, sole leather 
is up about 75 per cent, calfskin about 
40 per cent, and white kid about 25 
per cent, with comparatively little in- 
crease in black kid. . . . However, we 
continue thoroughly in sympathy with 
the general program of holding down 
prices, both at the manufacturing and 
retail level. . . . We have figured our 
shoes very closely on the basis of such 
information as we have been able to 
secure. ... (Our) prices are in no 
sense guaranteed. They simply repre- 
sent the basis on which we began bill- 
ing on Nov. 18, and our best present 
estimate as to prices of shoes early next 
year . .. authorities tell us that calf- 
skins will be in very short supply for 
about another six months... there will 
probably be a slightly larger supply of 
kidskins . . . sole leather will be high 
in price, but there will be a reasonable 
supply. ... You can depend on us to 
continue a very conservative pricing 
policy.” 

The Marion Shoe Division of Daly 
Brothers Shoe Co., Inc., Marion, Ohio, 
asserts: “We do not like .. . to be- 
come involved with escalator clauses. 
We have taken our inventories as 
against the price of materials which 
we anticipate will be in effect perhaps 
in another 30 or 45 days for leather, 
and have arrived at a price, giving full 
weight to all materials and shoes we 
had at lower costs. . . . The result is 
(we) are not moving up any more than 
is absolutely essential in our prices.” 

The Walker T. Dickerson Co., Co- 
lumbus, Ohio, states: “We... assure 
you we are covered with a sufficient 
supply of materials to carry us through 
to March 1, without the necessity of fur- 
ther advance in the price of our shoes. 

. . of course, we are not accepting any 
orders for delivery after March 1, un- 
til some time during the latter part of 
January when we will have a more 
definite knowledge as to the equation of 
the price of raw skins and the finished 
leather at the tanners.” 


at the time controls were lifted, was 
serving as head of the OPA Shoe Pric- 
ing Section in Washington, a position 
to which he was promoted after having 
served for two years in a similar ca- 
pacity in the New England regional 
office here in Boston. 

During the early years of the war 
and prior to his connection with the 
Office of Price Administration, he had 
served successively as a member of the 
Draft Board in Haverhill, Mass., and 
as a member of the Wage Stabilization 
Board in this state. 

Mr. Lynch not only has the reputa- 
tion of being one of the outstanding 
shoe manufacturing executives in New 
England, but also is familiar with labor 
relations problems by reason of experi- 
ence gained while identified for many 
years with the Boot and Shoe Workers’ 
Union (AFL). 


Chicago Shoe Travelers 
Plan Luncheon 


CuiIcaco, ILt.—The members of the 
Chicago Shoe Travelers’ Association 
will hold a luncheon on December 27 in 
the Roosevelt Room of the Hotel Mor- 
rison. Ballots have been mailed out 
previously, and these will be counted 
at the luncheon when the new slate of 
officers and directors for 1947 will be 
announced. 

The next regular show of this asso- 
ciation will be a three-day affair, Jan- 
uary 19-20-21, when Spring lines will be 
featured. The association believes that 
there will be a greater number of ex- 
hibitors than ever before with many 
new models to be shown. 

Because Monday night store opening 
is general throughout the Chicago area, 
the travelers are contemplating chang- 
ing their show days, which until now 
have always been Mondays and Tues- 
days. They have found the Monday 
night attendance very slim for some 
months. 
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Trenton, N. J.—A new shoe store exclusively for women, 
combining several novel techniques of display and interior 
decoration, was completed here recently by Schulman's 
Shoes. Al Schulman, owner, described his shop, located at 
8 State Street, as “three stores in one.’ 
main floor, there is on the second floor a “show-shop", 
(shown at the left) in which continuous music blends with 
soft colored furniture and walls, and a campus room, 


* In addition to the 


New Women’s Shoe Store Is Described as Three Stores in One 





{shown at the right) decorated with college pennants 
above leather-covered wall benches and accommodating 
12 persons. Plans are under way to redecorate the first 
floor in the same modernistic tone as the second. The pres- 
ent store is the fruit of 14 years" experience in the retail 
shoe business for Schulman's. Molly Macher, Harry Aranof 
and Nathan Milgaten were in charge of designing and 
seeing to the execution of the new store. 








Guild to Hold Breakfast 
Fashion Show 


NEw YorK—The “Guild Shoe-Vues 
of 1947,” dramatizations of the story 
and significance of high quality shoes 
in the present and future, will be held 
by the Guild of Better Shoe Manufac- 
turers on Tuesday, January 7th, in the 
Grand Ballroom of the Waldorf-As- 
toria. The presentation will be pre- 
ceded by a breakfast at 8:30 A.M. It 
is estimated that more than 1000 re- 
tail executives, shoe buyers, coordin- 
ators and fashion authorities will at- 
tend. 


Benjamin D. Schwartz, president of 
the Guild, in making the announce- 
ment said that the dramatic tableaux, 
with script by top-flight writers and 
acting by Broadway Stars, will stress 
what should and can be done to sell 
shoes. The ideals, history and func- 
tion of the Guild of Better Shoe Manu- 













10,000 PAIRS PROFESSIONAL CANADIAN FLYER ICE SKATING OUTFITS 
LADIES' 


Full Grain White Elk Leather Shoes Fully 
Lined 


White Felt Lined Tongue 

Solid Leather Outsoles 

Nickel Plated Eyelets and White Laces 
Felt Sock Lining 

Union Hardware Skate 


facturers also will be embodied in the 


production. Mr. Schwartz emphasized 
that the present critical period de- 
mands increased effort in promotion 


and selective buying by the retailer. 

The “Guild Shoe-Vues of 1947” will 
be held in conjunction with the Guild’s 
Warm Weather Opening, which begins 
Monday, January 6th. 

The member firms participating in 
the “Guild Shoe-Vue” are: Cangemi, 
Inc.; Thos. Cort, Ltd.; Delman, Inc.; 
Fox Shoe Mfg. Corp.; Jerro Brothers; 
Mackey-Starr, Inc.; John Marino, Inc.; 
I. Miller & Sons, Inc.; Newton Elkin 
Shoe Co.; Palter DeLiso, Inc.; 
Schwartz & Benjamin, Inc.; Setroy, 
Inc.; Van Arden, Inc.; M. Wolf Sons, 
Inc.; Morris Wolock & Co.; Zucker- 
man & Fox, Inc. 





Farr Heads Parking Group 


ALLENTOWN, Pa.—Harvey L. Farr, 
head of Farr Brothers shoe stores, has 














MEN'S 







been chosen president of Park & Shop, 
Inc., a company recently organized by 
central city merchants to provide park- 
ing facilities for customers in the busi- 
ness district. 


The parking company has leased 
from the city the site of the first water 
reservoir at Fountain and Maple 
Streets. A parking lot now on the site 
accommodating 50 cars will be ex- 
panded to take care of 120 cars. The 
company has leased the land for three 
years at $3,000 a year, with an option 
of renewal for three years at $3,600 a 
year. The property will be taken over 
by Park & Shop July 1, 1947. 


The parking company plans to create 
a chain of customer parking lots around 
the business district. The project has 
the full support of the City Council and 
cooperating merchants who believe that 
it offers the only real solution of the 
parking problem which has been seri- 
ous for a long time. 


* 2 Tone Leather Professional Box Tot 
Model 


* Black Leather Uppers 

» * Tan Box Toe, Scuff Pad and Ankle 

: , Patch 

) ——w Solid Leather Outsole 

° Extra Large Nickel Plated Eyelets and 
Yellow Laces 

Colored Web Reinforcements 





Sizes 3 to 8 ° HARD. 
vere TUBULAR 
4 00 HOCKEY SKATES 
? . Sizes 5 to 1" 
PAIR 
Packed 12 pair to a case ~ 50 
Shipment Jan. 15 or " PAIR 


sooner—Guaranteed 
Only Bona Fide Non-Cancellable 
Orders Accepted 
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Wetico SHOE CORPORATION 

















The Appointment of 
HENRY S. BLACKWOOD | 


Sales Manager for Eastern States 


F And The Opening Of Offices in the 


D, 


y EMPIRE STATE BUILDING 
ROOM 8114 


ON FEBRUARY Ist 


' & @ SS tw 


K ORMERLY manager of the Shoe Division, Waldes 
Kohinoor, Inc., Mr. Blackwood is well known to the shoe retailing world 
as a dynamic merchandiser of specialty shoes. 
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In 1947, Wellco will feature a complete line of 
Foamtread Beach Sandals and Specialties, as well as 
its Famous Foamtread WELKINS and Slippers for fire- 
side and lounge wear. Production has been stepped 
up to 5,000 pairs per day to bring Foamtread Shoes 
to a long list of waiting retailers and hundreds of 
thousands of consumers. 


SALES MANAGER - - WALTER KAUFMAN 





. SALES STAFF 
NEW YORK........ Aeieninhinidigntnomeeinn : LARS SPEYER 
CALIFORNIA. alhitieinbdad ane, So 
NORTHWESTERN STATEG.................00.0000 .., A, DIBBLE 
| ESE ee ranpentialile ..DON FLEMMING 
NO. CAR. AND SO. CAR.............0..::scecssssses Cc. I, PATTERSON 
KY., TENN., AND ALABAMA..................:c0.::ssss00e .. I, G, DUGINS 
FLA., AND GEORGIA. .0000.oocccecseeneeeee RANK P, EINHORN 
OHIO, MICH., AND W. VA.............c0cscseeseneee SAUL ABRAMS 
OKLA., TEXAS, KANSAS, AND LA......... B. M. STIVERS 


Wetico SHOE CorporRATION 
WAYNESVILLE ° NORTH CAROLINA ‘ 


New York Office: . . EMPIRE STATE BUILDING ¢ Room 8114 
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‘516 FIFTH AVENUE, NEW YORK 18, N. Y. 


FROM CANADA 


IN TIME FOR EARLY JANUARY SELLING | 


These Luxurious, GENUINE - 
F N\oceas WS and 
aA Orvevas 






WOMEN'S 
Fleece Lining 
and Collar 4-9 
MEN'S 
Fleece Linad 6-12 





32 Pair Cases 





ALLL the trade is talking about these beautiful, hand-made genu- 
ine Habitant Moccasins and Operas which leading Fifth Avenue 
Department and Specialty Stores have been featuring with such 
success. Now you may sell them in your store, hand molded, hand 
laced, in rich Canadian tanned saddle leather. Immediate delivery. 


STANDARD SUPPLIES CO. 
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GREAT LITTLE TIME SAVERS! 


PRICE TAGS 


to harmonize with your trim colors. 





20 different color designs on tags 
IN-STOCK 


Tell us your trim colors and we will send samples 





Size 
154” x 21/4," 
109 different 
Prices In Stock 


12 dozen—$3.00 


CANADA: 
12 dozen—$3.30 





With Store Name Imprinted: 
144 Tickets $5.25 
288 Tickets 9.25 


Any selection of prices desired 
M. O. or Check with Order Please: 


DISPLAY CARDS: $1.00 Each; 3 for $2.25 
List of texts to select from will be sent on request. 


Detailed Information on Bi-Monthly Service at Your Request 
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SOUTH STATE STREET @ CHICAGO 4, ILLINOIS 











New Policy for Remodeled Shoe Store 





remodeled Ground Gripper Shoe Store in the Arcade Building in St. Louis. 
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Shoe Shop, here, has launched an ag- 
gressive campaign for increased busi- 
ness. 

In accord with the store’s changed 
appearance is a new merchandising 
policy, inaugurated by Mrs. Mary Wis- 
kochil, owner, which will feature the 
sale of men’s and women’s companion 
products such as billfolds, slippers, and 
other accessories. 

Inheriting a half-interest in the store 
from her husband, the late Al Wiske 
chil, who traveled the southwestern 
United States for many years for Selby 
shoes prior to his death in December, 
1945, Mrs. Wiskochil assumed active 
operation of the store last April, after 
Luying out the interest of her late 
husband’s partner, George Heier. 

Assisting her are Charles Knowles, 
recently named manager, who came t0 
the store in August following 12 years 
with the Selby Store in Portsmouth, 
Ohio, and Mrs. Irma Hook, who re 
cently returned to the store. 





In Larger Quarters 


MANCHESTER, N. H.—To meet needs 
of expansion, John’s Shoe Store, for- 


White tile Is trimmed in blue to provide & modern and artractive front for the ™etly located at 362 Chestnut Street, 
recently leased and moved into larger 


quarters at 119 Hanover Street. 

new store has been completely furnished 
St. Louis, Mo. — With newly con- conditioning equipment and a planned with new equipment, including an X- 
structed show windows of white tile replacement of the lighting system with ray machine, chrome and leather chairs 
trimmed in blue, installation of air- 


fluorescent lamps the Ground Gripper and interior decoration: 
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WHEN THEY'VE WORN KANGAROO 
NO OTHER LEATHER WILL EVER DO 
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“Thouge 
3-9 (Full Sizes Only) 

5912A — Black Suede, Gold 
Nailheads, High Wedge 
Heel. 

5912G—Green Suede, Same 
As Above 

5912H—Red Suede, Same As 
Above 

9936W —All White Satin High 
Wedge Heel 

9936S —Silver Metallic Cloth 
High Wedge Heel 

9936A—All Black Velvet High 
Wedge Heel 

8929G — Green Perforated 
Suede—Flat Heel 

8929W — White Perforated 
Buck—Flat Heel 

5929A—Black Perforated Buck 
—Flat Heel 

5929H —Red Perforated Buck 
—Flat Heel 

7929X—Multi Colored Fabric 
—Flat Heel 

9923H — Red Satin, Gold 
Sequin Trim—Flat Heel 

9923W — White Satin, Gold 
Sequin Trim—Flat Heel 

Flat Heels in M Widths Only 


79-81 READE STREET 





The Beat Shoes at Lou Prices 
BARIS SHOE CO., INC. 


400tess Shoes 
IMMEDIATE DELIVERY | 


[ Save $5 a pair | 
$950 | 





PER PAIR 


N & M WIDTHS 


9920H—Red Satin, 3-9 
9920A—Black Satin, 4-9 
(Full Sizes Only e M Widths Only) 


* NEW YORK 7, N. Y. 














Pennsylvanians Hold 
Fall Banquet 


HARRISBURG, Pa.—The annual Fall 
banquet of the Central Pennsylvania 
Shoe & Leather Association was held 
here recently at the Penn-Harris Hotel. 
More than 275 members and guests at- 
tended the affair. William Duncan, 
newspaperman and gifted speaker, de- 
lighted the gathering, on a return en- 
gagement, with his enjoyable stories 
about figures in sports and politics. 

Presiding over the banquet as toast- 
master was retiring president of the 
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association L. E. Beaudin of L. E. 
Beaudin Shoe Co. New officers to serve 
for a one-year term were announced as 
follows: President, Willis Altenderfer; 
first vice-president, Donald Goodyear of 
Bedford Shoe Co.; second vice-presi- 
dent, Clyde Gerberich of Gerberich- 
Payne Shoe Co.; secretary, John Miller 
of Hagerstown Shoe & Legging Co.; 
and treasurer, Robert Bedford of Can- 
non Shoe Co. 


Announcement of the retirement of 
Otis W. Dellinger, secretary of the 
association since its start, was made 
during the banquet. 








Czech Shoe | 
Industry Revives 


With the world settling down t 
normal peaceful life, Czechoslovakia’s 
great shoe industry is making great ef- 


| forts to regain its prewar production 


heights. The situation on the home 
market has so improved that shoes are 


| again being exported. 


The huge Bata combine, which cog. 
stitutes the greatest part of that cous. 
try’s shoe industry, is now working 
under government control. The firm 
has been renamed Bata Narodni Pod. 


| nik, or Bata National Enterprise, and 


the new management is working full 
speed to achieve prewar records, 
Further an agreement was concluded 
recently between Bata Narodni Podnik 
and the London Bata firm which pro 
vides that the Czech firm supply shoe 
to Bata firms abroad and receive in 
exchange much needed raw materials 
Thomas Bata, Jr., is now in control 


| of the London Bata firm as well as its 
| affiliated companies all over the world, 


The former chief, Jan Bata, was put on 


| the Allied Black List during the war, 


Before the war Jan Bata had become 
one of the most powerful industria] 
leaders. He reigned his huge organiza- 
tion like an absolute monarch. With 
increasing succe§s, he strove for more 


success. 


His great workshops in Zlin, Batove 
(Batatown), Zilina produced not only 
more than 170,000 pairs of shoes daily, 
but machines of all kinds including shoe 
machines, stockings, silk and other ma 
terials, leather, wood, all kinds of fur- 
niture, toys, aircraft, all types of tires 
and tubes from bicycle to automobile 
and aircraft sizes. 

While the firm expanded by taking 
up new production sidelines in Czecho 
slovakia and opening more branches 
overseas, the mother company became 
so ingeniously organized that the em- 
ployees had to bear much of the firm's 
business risk. Thus by increasing 
turnover, the inconfe rates of the em- 
ployees were steadily shrinking. 

Most of the 3,000 shop managers 


were happy when they managed t& 


earn a meagre living. From a small 
turnover percentage they had not only 
to pay their staff, light, heating, ef 
but also interest on the value of 
stock and furniture, and further they 
had to pay for the reduction of shoes 
which in Zlin H.Q. were considered 
be too long in stock. Worst of all, they 
had to pay twice a year heavy price 
reductions for seasonal goods. In that 
way almost all the risk was borne by 
the employees. The result was dit 
satisfaction, difficulty in getting mana 
gers and—finally—nationalization. 
The personnel of the Bata com 

outside Czechoslovakia had much better 
conditions, partly because 
branches were obliged to conform 
the laws of the respective countries im 
which they operated. 
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QUE. r SIMPLE 
> 


FURNITURE C0 


318 East 32nd Street... New York 16, New York 


al WRIST MAS 


VT ' 4 1 @ Made by hand, of course! And made of 

4 top grade STEER HIDE. What's more — 

(; I I ) [ \ (; \ they hove TRIPLE-THICK soles. imagine! 
Good not only for playtime or casual wear 


TO EVERYONE but suitable for STREET wear, too! 
FROM 


@ imported from OLD MEXICO 


1g) 
THE (; ) i I) | FAMILY ” pwalable che a Miary 
Style or Oxford 
At the close of this very success- © Sizes 6 to 11 
ful year, may we take this oppor- 
tunity to thank all our customers 
and suppliers for the patronage 
and service which have helped 
build our happy Gerda family. In 
1947 Gerda will launch several 
new trade mark lines, a forward 
step in the growing Gerda 
operation 


THE GERDA FOOTWEAR CO., INC. 
158 DUANE ST 
NEW YORK 13, N. Y 


; JACK SCHAEFER & ASSOCIATES 
+ 1920 Se. Hope St., Los Angeles 15, Coif 


: Ship cases 
; (Poched 36 te cove 
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BEST IV BALLET 


Deluxe pleated toe shoe in black or white 


kidskin. Style 10, sizes 8 to 13, 
$2.15. Sizes 1 to 9, priced at $2.25. 
Full Sole student ballet, 

Style No. 11, sizes 8 to 13, $2. 
Sizes 1 to 9 . . $2.15. 


Order now for earliest possible 
delivery. Terms: Net 30 days 


166 North 3rd Street, Columbus, Ohio 


Disabled Vets to Get 
Orthopedic Shoes 


WASHINGTON, D. C.—Veterans with 
service-connected disabilities now may 
obtain special orthopedic shoes free-of- 
charge from Veterans Administration, 
Dr. Paul R. Hawley, chief of VA’s 
medical service, has announced. 

A number of machines to make plas- 
ter casts of injured or deformed feet 
have been transferred from the War 
Department to VA and two are already 
in operation—at the VA _ hospital, 
Hines, IIl., and at VA’s hospital at At- 


Style No. 210 
Men's Sizes 6 to 12 
B, C, D Widths 





feature 


No. 845 

Tan & Brown 
Orthopedic 
Saddle 
1244-3, ABCD 
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NATIONALLY ADVERTISED 


e orthopedic lasts 
e wedged Thomas heels 
e L&R spring steel shanks 


e long inside counters 
e L & R quarter patterns 


PLUS 


Smart Styling 


CHILD LIFE 
SHOES 
Really 
W orth 
Selling 


SHOE MANUFACTURING CO 
MILWAUKEE 10, WISCONSIN 
GOODYEAR WELTS EXCLUSIVELY 





lanta, Ga., formerly the Army’s Law- 
son General hospital. 

The machines also will be installed at 
VA regional offices in Kansas City, Mo., 
New York, N. Y., and San Francisco, 
Calif., and will be in operation on dates 
to be announced later. 

Plaster casts made by these machines 
will be sent to the Army’s Quarter- 
master Supply depot at Boston, Mass., 
where special lasts and patterns will be 
developed. 

The orthopedic shoes then will be con- 
structed by commercial contractors and 
completed shoes will be shipped to vet- 


erans by the VA regional office or hos- 
pital making the purchase. 


Opens New Shoe Department 


Fort WAYNE, IND.—The Boston 
Store, 110 East Berry Street, has 
opened a new shoe department on their 
second floor under the managership of 
Marty Silver, who has been a buyer for 
a St. Louis chain of shoe stores for the 
past year. The new department will 
feature shoes, slippers and rubber foot- 
wear for women. After the first of the 
year, Mr. Silver plans to add a com- 
plete line of children’s shoes. 


The PAR-BUSTER GOLFER 
IN TWO DISTINCTIVE STYLES 


REMOVABLE, REPLACEABLE SPIKES 
GOODYEAR WELT CONSTRUCTION 
CHOICE, SELECTED UPPER LEATHERS 
DEEP, RICH BOOTMAKER’S FINISH 
REAL, RAISED MOCCASIN TOES 

FULL LEATHER QUARTER LININGS 
HUSKY NON-CURL LEATHER INSOLES 
WEATHER-RESISTANT STORM WELTING 


Patented WATER-PROOF AVON SOLES 
With LOCKED-IN SPIKE RECEPTACLES 


Style No. 210 Pattern Exactly As Illustrated 
Style No. 220 Reg. Moc. Flat Seam, Wall Toe Without 


Storm Welting 


MARATHON SPORTING SHOE CO., Inc. 116 DUANE STREET NEW YORK 7, N. ! 
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We Wish To Extend 
The Season's Greetings 

To Our Many Friends 

In The Shoe Industry 
KANDEL SHOE COMPANY 


Wholesalers of Men's & Boys’ Fine Shoes § 
114 Reade Street New York 13,N.Y. @ 





Dates to Remember 


Warm Weather Style Opening, Guild 
of Better Shoe Manufacturers, in 
members’ showrooms, New York City. 

January 6-10, 


33rd Annual Convention, Middle Atlan- 
fic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
January 26, 27, 


Shoe Show, Ak-sar-Ben Men's Apparel 
Club, Paxton Hotel, Omaha, Neb. 
Feb. |, 2, 3 and 4, 


Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

Feb. 15, 16, 17 and 18, 


Southern International Shoe Exposition, 
Management of Eugene A. Richard- 
son Associates, Hotels Hillsboro, 
Tampa Terrace and Floridan, Tampa, 
Fla Feb. 23, 24, 25 and 26, 


Allied Shoe Products and Style Exhibit, 
Hotel New Yorker, New York City. 
March 9 to 13, 


Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
March II, 12, 


Shoe Manufacturers Fall Opening, Man- 
agement of Eugene A. Richardson As- 
sociates, Hotel New Yorker, New York 
City. April 13, 14, 15, 16 and 17, 


National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 


Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 

May I1, 12 and 13, 


Fall Shoe Show, Southwestern Shoe Trav- 
elers' Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 

May 12, 13, 14, 15, 





Miles M. Zubick 


LoweLL, Mass.—Miles M. Zubick, 35, 
Superintendent and buyer of leather 


and supplies for the Nashua Slipper | 


Co, in Lowell, for the past 14 years, 

of a heart ailment recently. At 
ne time he was associated with his 
father, Harry Zubick, who conducted 
shoe factories in New England. 


December 15, 1944 
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dé Fit ot the Hee 
with Room at the Toe 
there's on EX 


{ where 
3 wz 


Consistent advertising is reaching 
millions of mothers and building 


big returns in consumer acceptance. 


Custom -Grade 


THE ONLY CHILDREN'S SHOE WITH 


Vag Circle Ft 


THE FIT WITH A FUTURE 


EXTRA 
) 


2 to let Y 


THE VIRGINIA SHOE CO. INC. «+ fredericksberg, Ve. 
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JULIUS ALTJCHMUL INC 
Founoe” 1899 


Our 47th year 








1947 


PROGRESS 
PROGRAM 


AMttzacheal 


FINE 
JUVENILE 
SHOES 


117 GRATTAN ST. 
BROOKLYN 6 
N. Y. 





STRICT MAINTE. 
NANCE OF OUR 
CONSISTENT 
QUALITY 


MORE SHOES 
FOR YOU TO 
SELL 


GOOD NEWS 
SOON FOR OUR 
PATIENT PROS- 
PECT LIST 
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CICINNATI, OHIO — Shoe merchants, 
retailers, and buyers and manufactur- 



























Officers elected at the annual meeting of the Ohio Shoe Travelers Club in 
Cincinnati. Left to right, standing: C. A. Risley, Frank McKelvy, Lester Abrams, 
first president of the club; Ray Randall, W. Burt Jackson, Ira Longini, Max Kraus, 
and Ben Tolpen. Seated: Bob Newcomb, secretary-treasurer; Dick Barnes, first 
vice-president; M. C. Swan, president; E. W. Byle, second vice-president; and 
Harry Minor, chairman of the board of directors. 


ers attended the Ohio Shoe Travelers’ 
Spring Style Show, which opened a 


pes 



















three-day exhibit at the Hotel Gibson, 
recently. Although the shortage of 
footwear is expected to ease up some- 
what before next Fall because of the 
lifting of price ceilings, spokesmen pre- 
dicted it would take at least until then 
before shoe stores offered a wide selec- 
tion. 

The reason, they said, is that leather 
still is scarce, and even when increased 
supplies are available it will take manu- 
facturers some time to get back into 
the swing of normal preduction. The 
shoe man did offer one consoling bit 
of information for the buyer, however, 
stating that retail prices, which at 
present range as high as 40 per cent 
above 1941 levels, should drop consid- 
erably when more shoes become avail- 
able. 

A dinner, dance and floor show were 
popular features of the show. 

New officers of the group were elect- 
ed. They are M. S. Swan, Columbus, 
president; Richard Barnes, Granville, 
Ohio, first vice-president; E. W. Beil, 
Cleveland, second vice-president; R. R. 
Newcomb, Toledo, secretary-treasurer, 
and W. Harry Minor, Columbus; Les 
ter H. Abrams, Cleveland; Frank Me- 
Kelvey, Cleveland; Ben Tolpeh, Colum- 
bus; Ray C. Randall, New Philadelphia, 
Ohio; Ifa Longini, Cincinnati; W. Burt 
Jackson, Cincinnati; C. A. Risley, Co 
lumbus and Max Kraus, Cincinnati, 
directors. 
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Make Final Plans 
For MASRA Show 


PHILADELPHIA, Pa.—The chairmen 
and members of the management com- 
mittee for the Middle Atlantic Shoe Re- 
tailers Association Shoe Mart, which 
will be held at the Benjamin Franklin 
Hotel, Jan. 19-21, 1947, met recently to 
make final plans at a luncheon meeting 
in the Lafayette Room of the Benjamin 
Franklin. Exhibitor space has been 
sold out to capacity, doubling the 
amount alloted to exhibitors last year. 

One of the important luncheon speak- 
ers will be Irving Glass of the Tanners’ 
Council, a qualified authority in the 
leather field. From his experience as a 
research worker, Mr. Glass will speak 
on the present and future conditions of 
leather supply as it affects the manu- 
facture of shoes. He will paint a world- 
wide leather picture and show the retail 
shoe men how the production of differ- 
ent types of leathers concerns the pair 
of shoes he sells today and how the 
price and quantity is governed. 

Members of the committee feel the 
material in this speech is so important 
to the salesman-customer relationship 
that a suggestion is being considered to 
have a gist of the speech published in 
newspapers of key cities. 





No. 5M METAL 


PATIENCE PUZZLE GAMES 


Six assorted subjects. Litho- 
graphed in multicolor and fab- 


ricated on aluminum base. 
Clear plastic face. 34%” diam- 
eter. 














Ask for a sample, quotation, 
and our latest catalog #25A. 


39-45 W. 19th St., New York 11, N.Y. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 


December 15, 1946 
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Another prominent speaker at the 
Monday luncheon meeting will be Dr. 
Herbert J. Tily, president of Straw- 
bridge & Clothier, one of the leading 
department stores in the East. He will 
present a vital talk on the angles of 
store management with which the pres- 
ent-day retailer is faced. During the 
war years retailers didn’t have time to 
think clearly about business manage- 
ment and procedure. Today the tempo 
in selling pace seems to be changing. 
More time is necessary to deal with cus- 
tomers and more thought must be given 
to the way a business is conducted. 

Cal J. Mensch was appointed secre- 
tary-treasurer of the M.A.S.R.A. upon 
the recent resignation of Louis Bend- 


heim who served as treasurer. After 
operating the Bendheim Shoe Store in 
Wilmington, Del., for 20 years, Mr. 
Bendheim recently sold the building to 


the Braunstien specialty shop next 
door. The Cohen Co. which occupies a 
shoe concession in the Braunstien store 
will extend its shoe department in the 
newly acquired building. 

Members of the management commit- 
tee who were present at this meeting 
are: Franklin Zusi, president; Cal J. 
Mensch, secretary; Stanley Berger; 
Morris Freedman; Paul Lippincott, Jr.; 
I. C. Smashey; Murray Rolfe; Rueben 
Gordon; John Storch; I. Frank Ober- 
field, and Miss S. B. Pomerans of Boor 
AND SHOE RECORDER. 






































Many shoe merchants have been 
waiting patiently for X-Ray Shoe 
Fitters — for many months ... 
without complaining! They know 
that the Original X-Ray Shoe 
Fitter is in great demand ... 
that its performance and service 
record for more than 25 years 
is its highest recommendation. 


In appreciation of their patience 
and confidence we are bending 
every effort to speed up de- 
liveries, to step-up production, 
to catch up with our back-log 
of orders. 





The Sooner You Order, 
the Shorter the “Wait” 


it you intend to offer 
K-Ray Shoe Fitting 
Service to your cus- 
tomers in the near 
future, place your 
order soon and cut 
down your ‘waiting 
period”’. 

Write for literature 
and delivery details. 


X-RAY’ 
SHOE FITTER %uc. 


3533 NORTH PALMER STREET 
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Sharp Profit Rise Shown 
In Limited Price Stores 


From a large body of statistics cov- 
ering the last great depression, the re- 
covery and World War II, taken from 
the figures of variety chain, inde- 
pendent variety, and similar depart- 
ment and specialty stores, contem- 
porary trends are analyzed in the 
recently published Bureau of Business 
Research Bulletin Number 125, “Ex- 
penses and Profits of Limited Price 
Variety Stores in 1945: Chains and In- 
dependents,” by Elizabeth A. Burnham, 
assistant professor of the Harvard 
Graduate School of Business Adminis- 
tration. ; 

Among the points underscored in the 
report is the sharp advance since 1939, 
in comparison with variety chains, of 
department store sales of limited price 
merchandise, with the difference ac- 
counted for by the high average sale 
achieved in the department store. 

It was found that total dollar ex- 
pense per store of the variety chain 
had risen from an extremely low figure 
in 1932 to a new high in 1945, with 
the largest burden in the payroll ac- 
count, but that average dollar earnings 
had increased in the same period, be- 
fore taxes. 

The analysis shows that in 1945 the 
total tenancy costs and payroll costs 
constituted 56.6 per cent of the gross 
margin of the variety chain store. 


“Modern Store Design” 
Practical Guide for Future 


Experienced architect-designers Gene 
Burke and Edgar Kober have col- 
laborated to produce a book, “Modern 
Store Design,” issued by the Institute 
of Product Research, Los Angeles, 
which will give the prospective store 
owner or renovater a practical insight 
into the economic, physical and archi- 
tectural problems involved in building 
or modernizing a merchandising store. 

Incorporated in the volume are illus- 
trations of modern ideas and trends in 
design, blueprints for many practical 
applications of design, accompanied by 
a clear, well-organized text. 

Indicating the extent and detail en- 
compassed by the authors, the chapter 
headings are as follows: “What Is 
Modern Store Design?, Economic Con- 
siderations, Basis for Successful Plan- 
ning, Preliminary to Planning, Mer- 
chandising Research, Planning the 
Project, Budgeting the Project, The 
Store Front, Store Interior, Interior 
Lighting, Color in Store Design, In- 
terior Accessories.” 











PROPR-BILT 


THE ORIGINAL 
ORTHOPEDICALLY 











DESIGNED SHOE 
HAS A HOST OF 
PLANS FOR YOU 


FOR 1947. 

















ROPR-BILT 


RECISTERED US BATENT OFFICE 


AMERICA’S No.!I 


Chitleen’ Shoes 
O’DONNEL SHOE CORP., 
Humboldt, Tenn. 


A graduate architect of the Univer- 
sity of Pennsylvania, Gene Burke 
served as instructor of design in the 
University of Kansas, studied abroad 
under the late Dr. Alfred C. Phelps of 
Cornell University, and for the last two 
decades has concentrated on American 
store design. Edgar Kober, a product 
of the School of Architecture of the 
University of Illinois, “for five years 

- Was designer for a nationally 
known manufacturer of store equip- 
ment,” and for 10 years devoted him- 
self “to the design of one of the fore 
most American store fixture manufac- 
turers.” The book sells for $10 a copy. 
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of the Census 
September, 1946 









+16 





+43 
+27 
+10 
+12 
+ 8 
+21 






reports received too late for inclusion in previous monthly 
totals. *Number does not apply in all cases to the year-to-date 
figures. *Insufficient data. ‘No data. *Compared with $9,860,942 
in September, 1945, and $11,533,210 in August, 1946. 


Sales of Independent Shoe Stores 
Compiled by U. S. Department of Commerce, Bureau 


——Dollar Sales— 
Per Cent Change 


Number Sept.,’46 Sept., "46 
of Co: 


m- Com- 
Firms pared pared 
Report- with with September, 
States ing® Sept.,’45 Aug., 46 19465 
ere 855 +22 +4 $12,042,658 | 
+27 +6 312,589 | 
+16 —é¢ 2,262,433 | 
+41 + 3 212,471 
+21 + 3 132,547 
+8 +20 231,023 
+11 +36 88,431 
+35 +6 769,269 
+21 6 291,946 
+25 -- 9 177,518 
+23 +9 54,907 
+s 0 46,127 
+23 21 108,950 
+22 14 598,355 
7 


> | +4 





59.452 
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566,308 
317,550 

85.450 
230,410 
419,087 
— 6&6 247,451 
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foor of its window, close to the front 


on its open pages. 


and browns predominated. 


Large Book Presents 
Brand Names 


St. Paut, Minn.—Tieing a display to the famous name 
thoes stocked, Husch Bros. placed a large book on the 


printed names of the brands shown could be read easily 


In the background a display unit made up of white 
squares held shoes in each. One shoe was so placed that 
the front showed while the other presented a side view. A 
cireular grass plot on the floor had single shoes placed 
wound it to show the many styles created by the famous 

manufacturers. Most of the shoes in this group were 
of the walking type while those on the rear display unit | 
Were dress and afternoon as well as office styles. 


so that the large 





UNQUALIFIED 













QUALITY 

























hat’s a mouthful to say . . . but it’s 


truthful of Packard shoes . . . whose quality 







is without exception, the high type that dis- 






cerning men deserve! Flawless workmanship, 






and the best of leathers. 





FEATURE 

















WITH PRIDE 
M. A. PACKARD COMPANY srocxTon. mass. 
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ICE SKATE OUTFITS 
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Men's ICE SKATE OUTFITS 


Lhd Ll 
CANADIAN FLYER 
2-Tone Leather. Black Uppers © Tan 
Toe, Scuff Pad, Ankle Patch ® Solid 
Leather Outsole ® Shearling Lined Tongue 
@ Nickel Plated Eyelets & Yellow 
Laces. Nickel Plated UNION 
HARDWARE Tubular Hockey 
Skates. Packed 12 pr. to case. 


cre 


Sizes 5-11 


Shipment January (5 or sooner, Guaranteed If ordered now 


ARNOFF SHOE CO.,INC., 101 Duane S#.,N.Y.C 





ICE SKATE OUTFITS 


for Women’ © Full Grain White Elk 
pe Leather 
sP © Nickel Plated UNION 


HARDWARE Skates 
Full lined. Solid 
Leather Outsoles — 
High Flare Top—Eye- 
lets & White Laces— 
White Felt Lined 
Tongue & Sock Lin- 
ing—Tubular Hockey 


SS»; $7.00 


if you order at once. Packed 12 pr. to case. 


ARNOFSF SHOE CO.,INC., 101 Duane S#.,N.Y.C 
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“GLAMORIZERS” 


by ACE BOWS 





No, 14 


Black or Brown Suede; Black, T: Brown, 
Russet Calf; Black ae. attractive 
gold metallic ornament In the center. 


$7.20 per dozen. Terms: 2% 10 days 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 








Buy Savings Bonds 
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To Direct Advertising 
For Kays-Newport 


PROVIDENCE, R. I.—Barney L. Kay, 
president of Kays-Newport, has ap- 


| nounced the appointment of Mrs. Mary 


Pillsbury as advertising manager. Mrs. 


MRS. MARY PILLSBURY 


Pillsbury was formerly associated with 
the H. B. Humphrey advertising agency 
in Boston. 

Sol Berger of the Kays-Newport ex- 
ecutive staff, is moving from the post 
of advertising manager to director of 
the mail order division due to the rap- 
idly increasing volume of this phase of 
the Kays-Newport operation. 

Mr. Berger and Mrs. Pillsbury will 
jointly superintend the promotional 
activities of Kays-Newport. 


Harwell to Manage 


New Store 


SAN Dreco, CALIF.—Max Heimburge 
has announced the appointment of 
James E. Harwell as manager and 
buyer for the new Fifth Avenue Boot- 
ery which will be the 11th in the 
group owned by Mr. Heimburge. Work 
on this new four-floor exclusive shoe 
store will start early in 1947, with 
occupancy expected by March Ist. Mr. 
Heimburge started his first retail shoe 
store in this city 35 years ago and 
has advanced steadily. 

An innovation of the new store will 
be the third floor Western department. 
This will house complete Western boot, 
saddle and riding accessory types of 
merchandise. The second floor will be 
the women’s shoe salon, complete with 
bag and hosiery sections. Shoe prices 
will be in the $7.00 to $20.00 range. 
Men’s shoes, from $7.00 to $16.50 will 
be featured on the street floor, while 
a complete children’s department will 
be on the lower selling floor. 

Mr. Harwell, who has been women’s 
shoe buyer in the Fifth Street Store, 
Los Angeles, for the past 11 years, 
leaves this post on December 31st and 
immediately assumes managerial duties 
at the new store. Nationally advertised 
brands of shoes and other merchandise 


| will be stressed by Mr. Harwell. 
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MEN'S “HUNTPACS" 
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‘"HUNT PAC" 


12” HIGH-TOP OILED 
LEATHER BOOTS 


* Leather Uppers, Water- 
proofed 

* Bottoms made of fine Rubber 

* Strong Rewhide Leather 
Laces 

* Felt Innersoles worn over 2 
pair sox 

* Sturdily constructed fer 
longer wear 

* Size Range: 6 to 13 


war $ 4 .65 
SURPLUS PAIR 


or 





ARNOFF SHOE CO., INC., 101 Duane S+..NY< 
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BOWLING SHOES 





MEN'S 
Leather Bowling Shoes 


IMMEDIATE $ 4 00 
DELIVERY ° 
PR 
* Black Leather 
Uppers 
* No Mark Rub- 
ber Soles and 
Heels 
* Ventilated 
Shank 
* Sizes: 6/2 to 
ll 


* Packed 24 





nair assorted Sameasabovein $9 59 
Sizes to Case Oxfords, #8306 ‘7-4 





ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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CHILDREN'S SHOES 
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CHILDREN'S RUSSIAN 


BOOTS 


BENCH MADE—MODERN LASTS 


BLACK, Brown = “ODupity 
OR WHITE 
CALF 
SIZES 8-2 
$3.75 
packed 36 pairs 


one color to 
case. 


Tie 


RIO GRANDE IMPORTING CO. 





BROWNSVILLE, TEXAS 
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Qutdoor Theme | 
In New Shoe Store 


BROOKLYN, N. Y. — The London 
Character Shoe Company will open its 


newest store at 433 Fulton St., Brook- | 


lyn, N. Y., as soon as remodeling of the 


Architect's drawing of the new London 

Character store now being remodeled 

at 433 Fulton Street, Brooklyn. An old 

building is being completely modernized 
for this purpose. 


entire five-story building has been com- 
pleted. The store will endeavor to carry 
the feeling of outdoors into the interior, 
according to architect Morris Lapidus. 

To overcome the handicap of what 
the architect calls “forgotten upper 
floors” an applied porcelain front will 
be utilized with each story carrying 
across the front the trade mark sign in 
bold letters, the whole linked by a 
fluted columnar design going the verti- 
cal length of the entire building. 

To carry out the out-of-doors theme, 
the Fulton Street store will embody the 
following features: 

1. Rugged fieldstone, left untouched, 
will form one wall of the open-store 
front, and extend into the interior. 

2. Outdoor woods like redwood will 
be employed for poles, posts and other 
decorative and utilitarian effects. 

8. Rug materials will be rough in 
texture, and asbestos boards in natural 
slate color will take the place of more 
usual plaster on the walls. 

4. Oak and leather will be combined 
in the fixtures, which with a combina- 
tion of sports photomurals will give an 
atmosphere redolent of a man’s “den.” 

5. Flagstone will be used at the en- 
trance and carried within the store 
through the all glass open door front, 
supplanting the usual terrazo flooring. 

Stock will be partially concealed by 
— ote - use in the smaller 

opera y the company in 
Newark, N. J. ee 


December 15, 1946 
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YOUl CUSTOINES 
WEG UNOaTIONT— 


Making so fine a shoe as MATRIX 
can't be hurried 


so Tomfortable 
2 a sh : 
'S Worth wa ve as MATH 


iting for 


Here’s a counter card that explains to customers why it takes 
longer to get better shoes, Matrix shoes. 

We know it hasn’t been easy to say, “wait,” to the many, many 
customers who ask “Where are my Matrix shoes?”. So Heywood 
helps you do it with this counter card. Of course we're doing 
our best to build your stock, too. As soon as we have them, 
you'll get them. 


* Jf your card has not arrived yet, send for it 
today and we'll see that you receive it promptly. 


THE HOUSE OF HEYWOOD, WORCESTER 4, MASS.» MAKERS OF MEN'S FINE SHOES SINCE 1864 
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CASUALS 





We express our thanks 


to customers and friends for your 
cooperation and loyalty during a 
period when exceptions were the | 
rule. 


We extend best wishes | 


with deep sincerity, for a very 
Merry Christmas, and a Happy 
Prosperous 1947... 


We renew our promise | 


that we will continue in your ser- 
vice to the best of our ability. 


Casuals * Sport Shoes - Slippers 


WILLIAM COHAN 
COMPANY 


Watch our Ads on these pages 
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OUTDOOR BOOTS 
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Scarce Item — Buy Now! 
LADIES' RUGGED WEATHER 
OUTDOOR BOOTS 
Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 






Immediate 
Delivery 


$6.25 





Zipper Style Full Sheep Coller 
Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Brosdway CO. 7-7972 New York 7, N. Y. 
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London Has First Postwar Shoe Show 





High Style, Emphasized by British Manufacturers, Seen as Reaction 
Following Long Period of Utility Footwear 


by A. JACOBY 


LONDON, ENGLAND—Under the spon- 
sorship of two English Business papers 
—Footwear and its associated paper, 
Fashions and Fabrics—the first post- 
war fashion show was held here re- 
cently, staged as part of a plan to pro- 
mote fashion coordination. The show 





A model is shown here, surrounded by a 

number of the types of shoes which were 

offered at the first postwar shoe show 
held recently in London. 


was divided into three parts—a manne- 
quin parade employing 126 models at 
the fashionable Mayfair Hotel was du- 
plicated at a different hall in London’s 
West End, while the exhibits devoted 
solely to shoes and leather were in- 
stalled in Porchester Hall. 

With a few exceptions, all of the two 
dozen shoe manufacturers who partici- 
pated had put themselves out to show 
more or less extravagant styles. Since 
hot styles in women’s footwear have 
never been an important part of the 
British shoe manufacturing program 
in the past, the sudden and surprisingly 
successful effort in this direction ap- 
pears to be the result of an irrepres- 
sible desire to get away from the gen- 
erally dreaded austerity, and, at the 
same time, to show that Britain’s shoe 
industry has not gone completely 
dowdy and rusty, notwithstanding war 
restrictions, shortage of materials and 
lack of labor. 

Searching for new ideas, I found a 
few smart bootees. One, by Huttons, 
was sort of a little Russian-type, fur- 
lined bootee, laced at the back. Another 
one, styled by Dack, had a large flap in 
front, like a mudguard in reverse, held 
by a strap running crosswise from the 
arch over the heel counter and closed 
by a buckle at the outer side of the 
ankle. 


Crockett & Jones had a nice monk 
shoe with side strap, incidentally g 
prize winner in the design competition 
arranged by the magazine Footwear to 
encourage amateurs and professionals 
to conceive new styles. Gamba, the the 
atrical shoemaker, had a smart evening 
sandal, featuring a half-circular, wide 
bandeau above the ankle, held in place 
by ribbons mounting from the heel seat 
over the open back of the heel. 

I suppose many of those fancy 
models, bootees and evening sandals in 
gold and silver kid or choice reptile 
leathers, will soon appear in West End 
show windows with the label “Advance 
Model. Not for sale” which has be 
come as frequent as it is frustrating at 
a time when women can’t even find a 
pair of walking shoes without queuing 
for hours on end. 

I found only 16 models on wedges or 
platforms among the 126 shoes exhib- 
ited at the correlated show. Most man- 
ufacturers feel, however, that wedges 
and open-cut shoes will have a longer 
run, as they have been prohibited dur- 
ing the war. At any rate, there are as 
yet no signs of the American tendency 
to revert to closed toes and backs. 
Another reaction to war time ATS, 
WAAFS, WRENS, and C.D. flat heeled : 
shoes is the demand for higher heels. I 
found this tendency reflected by the 
relatively small number of walking 
shoes exhibited at the show. 

Clarks of Street, Somerset, one of 
the “Big Four” manufacturer-retailers, 
besides Selby-Styleez and Church Ltd, 
showed a modest effort to present some 
models in the “fitting-line,” what would 
be called health footwear in America, 
and which is still the unwanted step- 
child of British shoe retailing. Rounded 
toes and modified square toes with 
ample tread were shown. American 
influence was rather obvious. 

Everybody here is talking exports, 
so one would have expected to find a 
large selection of high class men’s shoes 
and sport shoes for which this country 
always enjoyed a well-deserved reputa- 
tion. Both lines were, however, rather 
weakly represented. Lotus did not 
show a single men’s shoe, nor one of 
their fine golf types. Their outstand- 
ingly beautiful display concentrated on 
feminine styles only. ‘ 

John Winter, Carnoustie, the Scottish 
makers, had some remarkable speci 
mens of hand-fashioned golf shoes. 
“Long work,” those famous English 
riding boots, were not shown at all. 
Chukka jodphurs, many in buck leath- 
ers or reversed calf, among them & 
replica of the pair made by Huttons for 
H.M. King George, represented 
horsey line. 
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J-114 Single Shoe Displayer 











NEW Szycc.. NEW Zeauty 
ta your NEW 


PRIMEX 








10nk 

ya A multi-purpose stand for effective 
tion window or interior store display. 
r to Sherp onglc bend leads modera 
nals beauty and strength. All joints are 
the. permi-bond welded. 

ung 

vide $12 per dozen 

lace . 

seat 


J.115 Double Shoe Displayer 


Tops for versatility! For counter, 
window and wall recesses. Spar- 
kling plexiglas with sharp angle 
bends. Wide platform and heel 


catch. All joints are permi-bond 


welded. 


$15 per dozen 





Conceived by one of America’s 
foremost designers; created in 
rare hardwoods, plastics and 
gleaming metal by master 
craftsmen, your new PRIMEX 
Shoe Fitter will make an out- 
standing contribution to the 
attractiveness of your store. 
So that you may select your 
PRIMEX in harmony with other 
fittings, write for our circular 
which describes the various 
woods and cabinet styles in 
which PRIMEX is available. 
Remember, PRimEX Shoe 
Fitters save time, speed sales, 
make friends for your store. 
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3-Ray Penetrat 


Wider Platform 





Check These 


FEATURES 


on Mischief Proof 


Compact Size 














Des MOINEs, lowa.—Buying of shoes, 
Particularly of men’s, was brisk during 
three-day semi-annual shoe show 
Sponsored by the Iowa Shoe Travelers’ 
jation and held here at the Hotel 
Fort Des Moines, recently. More than 
150 lines were on display, and salesmen 


December 15, 1944 








Write for Catalog of Complete -Line 


Representatives in Principal Cities 


ROGER KENT COMPANY. Pastis PRIMEY 





Newly elected officers of the lowa Shoe Travelers’ Association are (left to right) 
Ralph N. Dow, first vice-president; Bernie Boyle, second vice-president; Warren F. 
Crendall, president; and Harold S$. Marple, secretary-treasurer. 


reported that, almost without exception, 
merchants complained of low inven- 
tories. 

On the eve of the show a stag ban- 
quet was held for all travelers and sales 
managers, at which officers for next 
year were elected as follows: President, 


Send for Circular 


Low Step New X-Ray Unit 
a 2 YE GUARANTEE 





— always a STEP ahead 


EQUIPMENT COMPANY 
135 SO. LASALLE ST. CHICAGO 3, ILL. 


Warren F. Crandall, Brown Shoe Co.; 
first vice-president, Ralph N. Dow, 
B. F. Goodrich Rubber Co.; second vice- 
president, Bernie Boyle, Doerman Shoe 
Co.; and secretary-treasurer, Harold S. 
Marple, House of Crosby Square. 

Mr. Marple, who is also president of 
the National Shoe Travelers’ Associa- 
tion, addressed the meeting, emphasiz- 
ing that with changing conditions, it 
now becomes necessary for the traveler 
to render every possible service to his 
customers, his firm and to any associa- 
tion of which he is a member. 

Visiting buyers were the association’s 
guests at a luncheon meeting held on 
the second day of the show. It was an- 
nounced that the next show will be held 
May 11, 12 and 138. 





Shoe Sales Increase in Britain 


LONDON, ENGLAND—Boot and shoe 
sales in Great Britain were 20.7 per 
cent higher in September, 1946, than 
a year ago. This increase is reported in 
the survey of the British Board of 
Trade Journal. The same article speaks 
of parallel increase of sales in other 
trades as well. While, however, sales in 
women’s wear was only 8.2 per cent 
over the September, 1945, turnover, in 
men’s and boys’ wear 20 per cent, the 
increase is over the average of other 
consumer goods in boots and shoes. 
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MEN'S CLOGS & SANDALS 
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STYLE TWINS 
CLOGS 
85¢ 





SANDALS $1-° Fos. wev.c. 


® Patented Molded Process 
Stretchy Fine Quality Rubber 
Smart Dull Finish 

Tailored Fit Assured 
Soilproof-Washable Throughout 


Packed 24 pairs to case, Assorted or 


| Shoe Travelers 





Solid Sizes Small, Medium & Large 









MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 
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MEN'S SLIPPERS 





mer 


MEN'S EVERETTES 


* Top Grade Felt Uppers. 

* Folded Double-Stitched Edges. 

* Smooth Street-wear Leather 
Soles. 

% No-Mark Rubber Heels. 

* Felt Lined Thru-out. 

% Long Molded Counters 














$1.95 


IMMEDIATE DELIVERY 
9515-T Brown Everette 
9515-G Oxford Grey Everette 
9514-W Burgundy Opera Style 
9514-T Brown Opera Style 
9514-N Navy Blue Opera 


The 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

Honest-made sinee (880 
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| First West Coast 
Show a Success 


Los ANGELES, CAL.—The West Coast 
Associates welcomed 
thousands of shoe men from every state 


| in the Union and Alaska to their first 


annual West Coast Shoe Show, held 





Frank G. Foster, chairman of the con- 
vention committee, said the convention 
was a success, and remarked on the 
large amount of buying at the show. 


| in Los Angeles from Nov. 24 to 27. 


Some 200 lines were on display. 
Frank G. Foster, chairman of the 
convention committee, said, “We Los 
Angeles shoe men feel that our shoe 
convention was a success, especially in 
the enthusiasm manifested by buyers 





James secretary of Moulton- 


Legg, 
Bartley, Inc., St. Louis, suggested that 
retailers attempt to level the shoe mar- 
ket, urged retailers trust the manufac- 
turer. “If they cooperate, the manufac- 
turer will lower his prices." 


and manufacturers. There were far 
more people than we had ever antici- 
pated, and they are all eager to return 





to California for the next show.” 

James Legg, secretary of Moultgp. 
Bartley, Inc., St. Louis, addressed 
the convention on the problems fagj 
the manufacturer. He said, “Manufae. 
turers of shoes have been badly hur 
by governmental controls, and the sity. 
ation is far worse now than during the 
war. Materials are continuing to j 
in price, some of them having doubled 
in cost since decontrol, and they are 
harder to get than ever.” 

Mr. Legg said that there is too much 
vaccillation in the retailers demang 
for shoes. He suggested that retailers 
make an effort to see that the market 
on shoes becomes more level. He con. 
cluded by saying, “Retailers have to 
trust the manufacturer. They shoul¢ 
put their hand in his and let him guide 
them, and if they cooperate, I feel cer. 
tain that just as soon as it is possible, 
the manufacturer will lower his prices,” 





Larry Baich of Leon's, Inc., Salem, Ore., 

spoke on the problem of a retailer. 

“Manufacturers and retailers are not 

giving the consumer what he wants," he 

said, “but if we both work hard together, 
we can rectify the situation.” 


Larry Balch of Leon’s, Inc., Salem, 
Ore., spoke on the problems of retailers. 
He said that both retailers and manv- 
facturers must exercise caution at this 
time. Two factors that would do most 
to help in these critical times, he said, 
were a return to hard work for every- 
one coupled with clear thinking and 
meeting the situation as it is. Mr. 
Balch was of the opinion that most 
manufacturers and retailers are not 
giving the consumer what he wants, 
but that if both would work hard to- 
gether. they could rectify the situation. 

Highlight of the show was a fashion 
show-luncheon which featured shoes 
from the country’s leading manufactur- 
ers worn with apparel designed by 
California’s top stylists. 

The presentation was the work of 
Miss L. Mila Warn, fashion coordina 
tor, who offered an interesting com- 
mentary. 
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No. 6306 


Sizes 4 to 8 
Packed 18 pair assorted 
sizes to case 








3 


i 
“SENSATIONAL VALUES” 






25 


PAIR 


* Black Leather Uppers 

* Ventilated Shank 

* Right shoe has No Mark 
brown Rubber Sole and Heel 

* Left shoe has Leather Sole 


SEND YOUR ORDER NOW! 


ARNOFF SHOE CO. 101 DUANE STREET 


‘aons’ LEATHER BOWLING SHOES 
READY FOR IMMEDIATE DELIVERY 


* NEW YORK 7, N. Y. 









No. 8406 
Sizes 6!/, to I! $ 00 
Packed 24 pair assorted 
sizes to case PAIR 
Oxford No. 8306, same as above $3.50 








To Award Lapel Pins to Store Managers 





New York.—Executives of the Indian Walk Shoe Company study the design to be 
used on pearl studded lapel pins awarded to four store managers who completed 
20 years of service with the company. Left ta right: S$. T. Georges, secretary and 
treasurer; H. ©. Kimball, president; P. T. Johnson, secretary of the Allied Foot 
Form Company in Brooklyn. Presentation of the pins will be made at a dinner 

commemorating the 25th anniversary of the company, at the Burgundy 
Room of the Hotel St. Moritz on December 14th. 





Set Dates for 
Foot Health Week 


NTERMEDIATE 
R WALKING SHOE 
DICALLY CORRECT 
HILOREN 
NG TO STAND 


oR WALK 


WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE OR Wikt | 


JUNIOR SHOE 


3203-07 Chippewa 





Lovis 18, Mo 


Week is scheduled to be held May 
24th-31st, 1947, according to an an- 
nouncement by Dr. William J. Stickel, 


WASHINGTON, D. C. — Foot Health executive secretary of the National As- 


sociation of Chiropodists. This event is 
sponsored jointly by the chiropodists’ 
group and the National Foot Health 
Committee, Rockland, Mass., and has 
also been announced on behalf of the 
council by Dr. Joseph Lelyveld, chair- 
man. 

The week has been set aside for a 
program of national public education 
in the importance of foot care and foot- 
wear in relation to public health. The 
nationwide program will utilize press 
and radio, posters and leaflets, exhibits 
and public lectures. Leading shoe and 
pharmaceutical manufacturers and 
their retail outlets, shoe repair shops, 
public health organizations and other 
agencies, according to the announce- 
ment, have arranged to participate in 
the promotion of Foot Health Week. 

Additional features of the week will 
be the annual search sponsored by the 
National Foot Health Council for chil- 
dren with the most perfect feet, and 
school essay and poster contests. Dr. 
Joseph Lelyveld, chairman of the Na- 
tional Foot Health Council and founder 
of the week, will again direct these ac 
tivities in cooperation with the shoe in- 
dustry. 

The National Shoe Manufacturers 
Association and the National Shoe Re- 
tailers Association, along with various 
drug trade organizations, have an- 
nounced their cooperation and support. 








IMMEDIATE DELIVERY L 
hours of operation. 


COMPANY 








© Comes compiete with 18" table 
® Carries up to 200 Ibs. 

© Sturdy, all steel construction 
© For 110 Volts A.C. 50/60 cycles 


Delivery is immediate from stock. 
write TODAY for complete information. 


GENERAL DIE & STAMPING CO., 262-E Mott St., New York 12, N. Y. 


The ACTION Display-Way To Boost Sales! 


TURNS THREE 
TIMES A MINUTE 





ROTO-SHO revelving display in your window will attract two 
to three times more customers into the store than « “still” dis- 
play. Create more interest in your displays by activating them 
with ROTO-SHO... 


. It frequently pays for itself in the first few 
Why aot 
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HUARACHES | 
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Huarache Oxford 


ORDER NOW —30-DAY DELIVERY 
A REAL SHOE WITH HUARACHE COMFORT 


Individually Boxed 

24 poirs per case 

#101 Men's 2-Tone 
izes ! e 
#102 Men's Natural 
Sizes 6-11, 














F.O.B. 
Brownsville 
Net 10 days 


FIRST COME 
FIRST SERVED 


RIO GRANDE 
IMPORTING CO. 
BROWNSVILLE, TEXAS 

















~~ 





7 2' 


X-RAY SHOE FITTERS 


or 
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PRIMEX ... wi. ». 


most imitated shoe fitter. 
Our circular tells you why 
Write 


PRIMEX EQUIPMENT CO. 
135 So. LaSalle St., Chicago 3, Ill. 
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HUARACHES 
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*“SAGUAYO”’ 


A rugged huarache built for rugged moun- 
tain use. Correct last for this type. Clean, 
uniform, comfortable. 36 pairs per case. 
#108 MEN'S NATURAL 

SIZES 6-11, $4.25 


#109 MEN'S BROWN 
SIZES 6-11, $4.25 

#110 CHILD'S BURNT-ORANGE 
SIZES 9-1, $2.25 


#111 BOYS’ 
Burnt-Orange 
Sizes 2-5, 
$3.60 
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Net 10 days 
RIO GRANDE 


IMPORTING CO. 
BROWNSVILLE, TEXAS 
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Attractive New Store Opens in Manhasset 








The Interior of Plandome Shoes, Inc., gives the effect of spaciousness, through the 
design and spare use of furnishings and the employment of indirect lighting around 
the perimeter of the ceiling. The room is 35 x 16. The general atmosphere is one 

of restraint and good taste as well as comfort. 


MANHASSET, L. I.—The fast-growing 
town of Manhasset has two shoe stores 


| within walking distance of the Long 
| Island Railroad station. 


The closest, 
newest and largest is Plandome Shoes, 
Inc., which was opened in late October 
by Joseph P. Moroso, retail shoe vet- 
eran of 21 years and Navy veteran of 
months in the Mediterranean 
Theatre. 

Mr. Moroso has had his difficulties, 
principally in laying in stock of high 
quality shoes. A new shoe store does 
not easily get its order taken in these 
times of quotas. At present, far less 
than the 4000 pairs capacity fill the 
stockroom and. basement, and those are 
in medium priced lines. 

The establishment is situated on a 
corner, providing additional window-dis- 
play space, of which maximum advan- 
tage has been taken. The display on 
the main street simulates a stage set- 
ting, with curtains drawn to reveal 
shoes and two easel-signs, on one of 
which is the “presentation,” the other 
“coming attractions.” The second win- 
dow is in rustic setting, and features 
women’s and children’s shoes. Four 
spotlights illuminate each window at 
Mr. Moroso and a professional 
friend collaborated on the window de- 
sign. 

The display platforms open and lead 
into a spacious salesroom, which is illu- 
minated by indirect lighting, running 


the entire perimeter of the ceiling. The 
ceiling is lined with cellotex. Soft wall- 
colors, wine carpeting and modern, 
comfortable furnishings complete the 
tasteful and restrained interior. One 
salesman is employed. 

“We've had a good number of flatter. 
ing comments on the store since it 
opened,” said Mr. Moroso. “I overheard 
the one I like best. Walking by the 
store, one woman said to another, ‘Our 
new store is really nice-looking, isn’t 
it!’ I like customers who speak of ‘our 
store,’ and I am doing my gest to create 
a congenial atmosphere for them.” 

Mr. Moroso was employed by Hanan 
& Son from 1925 to 1933 and by Coward 
in New York, as shoe counsellor, from 
1933 until 1937, when he went into 
part-ownership in North Shore Shoes, 
on Long Island. 

The store, which is the fruition of 8 
dream that Mr. Moroso carried with 
him through the Italian campaign, is 
located on Plandome Road and is imme- 
diately adjacent to the railway station, 
a fact that easily identifies it, in adver- 
tisements, to residents. Plandome 
Shoes, Inc., is placed in almost the 
dead-center of the retail trade. 

The ingenuity and taste demonstrated 
by display and interior decoration, the 
ideal location, and the experience and 
judgment of the owner, give the signs 
of future success and a favorable addi 
tion to the retail shoe business. 





Meath to Buy for AMC 

New YorK—FEffective Dec. 2, Thomas 
Meath, Jr., joins the Associated Mer- 
chandising Corporation as basement 
merchandise representative of all men’s 
and children’s shoes and women’s staple 


| arch-type shoes, it was announced re- 


cently by Herbert O. Bergdahl, ex- 
ecutive vice-president. In addition he 
will cover all rubbers for men, women 
and children. Mr. Meath, who succeeds 


Hyman Shaber, resigned as reported 
recently, will make his headquarters at 
the New York office of the AMC. 

Since 1941 Mr. Meath has been with 
Montgomery Ward as assistant buyer 
of women’s staple shoes, both retail and 
mail order, and assistant buyer of 
men’s shoes. Previously he was storg 
manager of Mark Cross on Fifth Ave 
nue, and section manager of women’s 
better shoes at Lord & Taylor. 
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PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 


pm BE TEX, latex pe fa ™ BOND, solvent type, synthetic rubber 
cem a _ have been piles ‘with one objective in mind — to meet the 
requiren? ments of shoe manufacturers for Sificient general shoemaking cements. 
There is a Cament for each adhesive operation for every type of shoe. 


The performance quality of each number is a result of extensive 
research with the b available materials. This is followed _ 
by thorough testing and refeqfiz in factory production before any 
cement is included in the linefhe continuation of a high siand- ~ 
ard of performance is assured by 1@p control and constant 
attention to variable shoe industry operating condifions. — 


In the BE BE BOND line a limited nugal t of crude rubber 
cements are now available. Your United ser 
glad to assist you in determining the most advat 
your allocation of crude rubber. 


BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 


Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
December 15, 1944 125 
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Available for 
Immediate 
Shipment! 


‘SMOOTH SATIN 
CUFFS 


Elastic back strap, leather soles. Fur 
collar. Pink, white, red, royal, light blue 


and black. Sizes 4 to 9. 
7.00 Pr. 


No. 700 
Net 10 days, F.O.B. Chicago 


IRVING LAMET SHOE CO. 


to a case. 
333 W. Monroe St., Chicago 6, Ill. 
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METATARSAL PADS 











RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 


4126 Perlita Ave., Los Angeles 26, Calif. 











_SHOE STORES WANTED 
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WOULD YOU SELL YOUR STORE? 


We are interested in buying with these 3 
purposes in view: 
1. To buy as a going busi and conti 
2. To buy and liquidate stock on premises. 
: aoe and remove stock to our own re- 





We mh for cash—no stock too large or too 
—_ iT] aes will be treated with 
idence. 


wo? us a “on and see if we can get together. 


RIPS ASSOCIATES 
DEPT. B. 
men vets 








About Sh 


oe People 





Harold G. Rosenthal has been named 
sales manager of Joy Shoemakers, Inc., 
St. Louis, according to a recent an- 
nouncement of Jack Altman, president 
of the firm. He has been a member of 
the sales staff of the firm for nearly two 
years. 

+ * x 

C. B. Byrd has recently been ap- 
pointed manager of Harold’s Shoes in 
Westwood Village, Cal. Prior to this 
he managed the Wetherby Kayser Shoe 
Store in Pasadena. 

* * * 


E. W. Elmore, director of public re- 
lations of Burns Cuboid, has recently 
returned to Santa Ana, Cal., from a 
nationwide tour of Cuboid shoe depart- 
ments. 

-~ a * 

Miss Elizabeth Murdock, who was 
formerly with Wetherby Kayser, Los 
Angeles, as handbag buyer, is now the 
California sales representative for 
Studio Shoes of California. 

” * * 

Morris Rudolph, formerly buyer for 
the downstairs store of Stix, Baer & 
Fuller, St. Louis, has joined the Tober 


Saifer Shoe Manufacturing Co., St. 
Louis, as a sales representative for 
Michigan. 


» * x 


Janis Pollock, the wife of Mark Pol- 
lock, who is Western regional repre- 
sentative of Burns Cuboid, Santa Ana, 
Calif., was selected as Mrs. America in 
a recent nationwide contest. Mrs. Pol- 
lock announced her intention to return 
home to her husband and four children 
rather than tour the country for six 
months, thereby forfeiting the $2,500 
prize money. 

ca 7” x 

John W. Lake, Deputy Director of the 
Textile Division, Civilian Production 
Administration, has resigned to reenter 
private business, CPA has announced. 
He will return to the International Shoe 
Co., St. Louis, Mo., from which he has 
been on leave since May, 1944, when he 
joined War Production Board, prede- 
cessor of CPA. As deputy director of 
the Textile Division, Mr. Lake who has 
been in the shoe business for 30 years 
and is widely known in the trade, was 
principally concerned with hides, skins, 
leather, and shoes. 

x * * 

Harold O. Falkenstein, general man- 
ager of Wetherby-Kayser Shoe Stores, 
Los Angeles, is recuperating at home 
from a recent illness. , 

~ ot * 


Harold Goldman, who has been asso- 
ciated with Kresge-Newark for twenty 
years and has been assistant buyer of 
men’s, women’s and children’s shoes for 
twelve years, has retired to go into the 
shoe business for himself in Union Cen- 
ter, Union, New Jersey. 





Hubert G. Jolly, Albany, N. Y., re. 
cently discharged from the Army after 
service with the Combat Engineers jp 
Europe, has been named manager of 
the Douglas Shoe Store, 452 Broadway, 
Albany. He was assistant manager of 
the store before entering service. 

* * * 

A. L. Lanman, for many years ac. 
tively identified with textiles in New 
York, has been transferred from ad- 
ministrative services to chief of the 
footwear, textile and wearing apparel 
sales division in the Charlotte, N, C, 
regional office of the War Assets Ad. 
ministration. 

* *” ” 

Al Meckler, associated with A, §, 
Beck for ten years and with Muhlfel- 
ders for three years, has opened his 
own store at 20 A Steuben Street, Al- 
bany, N. Y. The store will feature 
ladies’ novelty shoes, retailing up to 
$14.95. 

~ ” co 

Connie T. Carver and Loren A. Sack- 
ett, both formerly of Stockton, Calif, 
have leased a modern, new store build- 
ing, in process of completion, at 920 
Sixth Street, Clarkston, Wash., and 
will operate a family shoe store there. 

* 7 ~ 

Owen H. Dickerson, grandson of Wal- 
ker T. Dickerson, of The Walker T. 
Dickersagn, Co., Columbus, Ohio, will 
assume, at an early date, the position 
of sales manager of the above-men- 
tioned firm. Mr. Dickerson recently re- 
turned from three years’ service in the 
U. S. Marine Corps. 

= * 2 

T. F. Folks, manager of the shoe 
department in Rheinauer’s, Acala, Fia., 
has returned from a buying trip which 
took him into Northern markets. 

* > * 


Howard Glazer, has been appointed 
sales representative in the New En- 
gland states for Hannahson’s Shoe Co., 
of Haverhill, Massachusetts. Eventu- 
ally, it is reported, a Boston sales office 
of the company wil! be established in 
Mr. Glazer’s charge. 


* * * 


Bernard Mahon, retired Scranton, 
Pa., shoe retailer, observed his 90th 
birthday anniversary recently. He was 
a partner in the former Mahon Shoe 
Store and is one of the oldest members 
of the Father Mathew Temperance 
Society. 

* * + 

Norman Smith, former manager of & 
store in Jonesboro, La., announced re 
cently that he plans to open the Nor- 
man Smith’s Store in Winnfield, La, 
shortly. He expects to carry a com- 
plete line of well-known brands of 
shoes, 

* * - 


Charles H. Caldwell has been ap 
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METAL BINDINGS 
for your carpets and runners 
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You can’t afford to be without the new 
Sefedge metal binding for floor coverings. 

Most is the safety fearure. 
This binding is cheap insurance against the 
lawsuits that can result from injuries due 
to sliding carpet. It holds any sort of floor 
covering firmly and evenly without tacks 


sign. Ie eliminates ragged, curled ends 
aod adds a finishing touch to any carpet 
or runmact. 

And—it is truly economical. The bind- 
ing is solid and durable and saves more 




















source when you can have 
the finest binding available? 
Although our present supply of 
ARTUBE RIBBON is limited. we 





the width you need it. Our repre- 
D A Vy E J A C * S 0 N sentative will call on you. 


still have the binding you need in 





2533 WEST LIBERTY AVE. PITTSBURGH 26, PA. THE ALLPEECE CORPORATION 





4059 Park Ave. New York 57, N. Y. 











pointed manager of advertising and 
sales promotion for the recently-created 
shoe products sales division of B. F. 
Goodrich Co., Akron, O. He has been 
with the company since 1944, in the 
sales promotion department. The shoe 
products-sales division handles distribu- 
tion of all products which the company 
manufactures or sells to the shoe trade. 
> > 7 


Miss Verna Stevens of Hampstead, 
N. H., and George A. Wormwood, Jr., 
a partner in the Whittier Shoe Co. in 
Merrimac, Mass., were married recently 
at the Methodist parsonage at North 
Salem, N. H. The bridegroom served 
eight years in the Navy. 


> .= 


R. E. Brown, who founded Foot Aid 
Laboratory, Glendale, Cal. has an- 
nounced that his son-in-law, A. E. 
Peterson, will be admitted into the 
business as a partner. Mr. Peterson 
will be in charge of foot-aid reliefs and 
appliances in regard to the manufactur- 
ing developments of the firm. 


Ben Samelson and Edwin Kabat have 
opened sales rooms in the Haas build- 
ing, Los Angeles. Both men have wide 

experience. Mr. Samelson was 
buyer for Mandel Brothers, Chicago, 
and Mr. Kabat was connected with the 
local Solnit Shoe C. The partners are 
representing lines of casuals and slip- 
pers for men, women and children, as 
well as Mexican imports. 
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Dave Wolf is now proprietor of a Blvd. He comes from Eastland, Texas, 
family shoe store in the Morningside where he operated the Fashion Shoe 
district of Los Angeles on Crenshaw Shop. Joseph Wolf is store manager. 





Manikins Promote California Casuals 





Saint Paul, Minn.—A shapely manikin seated atop a step-ladder attracted atten- 
tion to casual shoes, in a series of windows used by The Emporium recently te 


promote California-made goods. 

The manikins displayed California sportswear and showed casual shoes of many 
styles. Sling pumps, with fairly high heels, low-heeled pumps with ankle straps, 
heelless moccasins and oxfords were prominent. 
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SKI BOOTS 
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SKI and CLIMBING BOOTS 
Rubber Soles 
#249 





WAR SURPLUS 
Army Retan 
Uppers 

Leather Gussets 
Felt Innersoles 
Grooved Heels 
Sizes: 5 © oe 
a D, 


standard 
7 to 11%. peir 
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TENNIS SHOES 
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TENNIS SHOES 


Canvas Spee 
ark Rubber Soles 
Made by one of the 
largest rubber com- 
panies in the country 
Colors: Black, Brown 
Packed 24 pair as- 
sorted sizes to case 


Limited 
Quantity 


immediate 
Delivery 


MEN'S $].75 


6%2 to 11 pair 2% 














BOYS" $1.65 


to 6 peir 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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BOWLING SHOES 
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LADIES" 


Leather Bowling Shoes 
IMMEDIATE DELIVERY 


* Black Leather $3.25 


Uprers 

* No Mark Rub- 
ber Heels and 
Soles 

* Ventilated 
Shank 

* Sizes 4 to 8 

¢ Packed 18 
pair ass’t 
sizes to case 

















No. 6306 


ARNOFF SHOE CO.,INC., 101 Duane St..N.V.¢ 





Buy Savings Bonds | 
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Buyers Seek 
Leather Shoes 


Cuicaco, Itt. — At the regular 
monthly show of the Chicago Shoe 
Travelers’ Association held at the Hotel 
Morrison on Nevember 25 and 26, there 
was a considerably larger number of 
exhibitors than for some time. Eighty 
houses showed their lines. Because of 
the dim-out, the showrooms were lit 
with a few 60-watt lights instead of the 
customary blaze of a half-dozen 100’s. 

Buyers were interested almost solely 
in all-leather footwear, smooth calf- 
skin and patent being the most popu- 
lar. There was not a great abundance 
of either available for immediate sell- 
ing. 

Buying reflected the greater caution 
which has been generally noted since 
the announcement of price increases. 
Every merchant reported increased 
interest in quality and price on the part 
of the consumer. Thus, at this show, 
buyers were looking for merchandise 
which offered the greatest possible 
value for the price asked and were buy- 
ing a limited amount even of these. 
They refused plastics and synthetics, 
and for the most part, rejected fabrics. 
Business on the whole was not what 
could be called “booming.” 





NESLA Sponsors Course 
For Executives 


. 

Boston, Mass.—The New England 
Shoe and Leather Association is spon- 
soring for the second consecutive year a 
special training course for shoe ex- 
ecutives employed by member compa- 
nies, according to Maxwell Field, ex- 
ecutive vice-president. This course on 
“Work Simplification and Methods Im- 
provement” is being presented at Bos- 
ton University Evening College of 
Commerce, and will consist of 18 lec- 
tures held on Wednesday evenings. 

“The value of this course was demon- 
strated last year,” Mr. Field said re- 
cently. “Through systematic study of 
work simplification and motion 
economy, these procedures increase op- 
erating efficiency and individual output. 
They save time and eliminate fatigue 
by making working methods simpler 
and easier. This phase of industrial 
engineering constitutes a major con- 
tribution to more efficient operation and 
management of production processes.” 

The association’s Shoe Executives 
Training Committee includes in its 
membership the following: Chairman 
—Daniel J. Danahy; A. W. Berkowitz, 
Max Mayer, Robert Nelson, Charles 
Slosberg, Ben Weiner, and Secretary, 
Maxwell Field. 

NESLA has also completed an origi- 
nal and comprehensive survey of em- 
ployment practices in major shoe cen- 
ters throughout the country, according 
to Mr. Field. 
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MEN'S SLIPPERS 


or ere ee ~are 


‘MEN’S OPERA 


BROWN ALLIGATOR Le 
Imitation Leather - 


$2.25 















H-8025 
Sizes 6 to II 





FULL PLATFORM—LEATHER SOLES 
CALIFORNIA CONSTRUCTION 
IN-STOCK for Immediate Delivery 


PLA. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th S#.. i» Pa. 








Show Three-Piece 
Shoe Ensembles 


MIAMI BEACH, FLA. — Three-piece 
shoe ensembles. are being featured in 
several of the smart shops. I. Miller is 
promoting a shoe, bag and belt set in 
black and white as well as beige, 
fuchsia and gold snake. Another shop 
is featuring hats, shoes and bags a 

black and white snake. 
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BOWLING SHOES 
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Bowling Oxfords 


MEN'S $3.25 
62-11 Packed 24 to cas 


LADIES' 3.15 
4-9 Packed 18 to cast 





Genuine black cowhide 
uppers—non-marking soles 


CONJOR SHOE COMPANY 


287 Broadway CO. 7-7972 New York 7, Y. 
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New Managers for Goodyear Shoe Division 


G. G. KERR F. EVANS 


Axron, O0.—George G. Kerr has been 
appointed to the newly-created position 
of sales manager for the Shoe Products 
Division of The Goodyear Tire & Rub- 
ber Company, it was announced re- 
cently by Harry L. Post, manager. Mr. 
Kerr had previously been manager of 
sales to the renewal market. 

Frank Evans, formerly manager of 
factory sales and service at the com- 
pany’s shoe products factory in Wind- 
sor, Vermont, becomes production man- 
ager for the entire shoe products divi- 
sion. His new duties will include con- 
tact with all other plants where shoe 
products are manufactured. 

Named to the position of plant mana- 
ger at Windsor is William L. Hall, who 
was elevated to division superintendent 
in 1936, and became production super- 
intendent early this year. Both per- 
sonnel and engineering now come un- 
der his supervision. 

The shoe products’ original equip- 
ment division under the supervision of 


W.L. HALL A. J. KAYSER 


A. J. Kayser, is being expanded to 
meet demands for increased production, 
details of which will be announced 
later. 

Mr. Kerr came to the company in 
1927, following graduation from Woos- 
ter College. He has been affiliated with 
the shoe products division since Septem- 
ber, 1936. 

A Goodyear employe for 20 years, 
Mr. Evans worked in production con- 
trol for ten years, three of which were 
at the company’s plant in Australia. 
He was transferred to Windsor in Oc- 
tober, 1936, as purchasing agent and 
superintendent. 

Native of Tennessee, Mr. Hall’s ser- 
vice with the company dates from July, 
1925. He was on supervision at the 
Akron plant until his transfer to shoe 
products in 1936. 

Mr. Kayser attended the University 
of Missouri before joining the company 
in November, 1919. His entire service 
has been in the sales division. 





Open Fourth Shoe Factory 


St. Louis, Mo.—Johnson, Stephens & 
Shinkle Shoe Co., have announced the 
opening of the fourth Rhythm Step 
factory. Production will be concen- 
trated on style shoes. 

Located at 4251 Forest Park Boule- 
vard, the latest factory, known as fac- 
tory “B,” is a two-story building with 
a full basement, containing 35,000 
square feet of floor space. The factory 
will employ approximately 500 people 
with an anticipated production of 1,800 
to 2,000 pairs daily. 

Plant is directly behind 4242 
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Laclede Avenue where are the general 
offices, sales rooms, and factory “A,” 
where the company’s casual line are 
manufactured. Other factories are lo- 
cated at Rolla, Mo., and Vandalia, III. 

The new factory, one of the most 
modern in the Midwest, provides 
colovolt lighting plus _§ scientifically 
painted interior walls to decrease eye 
strain. For the convenience and com- 
fort of the employees, new plumbing 
fixtures and rest rooms have been in- 
stalled throughout the factory. A 
newly complete concrete parking lot 
adiacent to the factory accommodates 
100 cars. 


C. S. Lowell with 
Leather Firm 


Peasopy, Mass.—The A. C. Lawrence 
Company announces the acceptance of 
the resignation of Chandler S. Lowell 
of their St. Louis office, effective De- 
cember 31. Mr. Lowell has taken a 
position with the Arthur S. Patton 
Leather Co., also of St. Louis. 


O’Connor Made Compo 
West Coast Manager 


Boston, Mass.—Compo Shoe Ma- 
chinery Corporation has appointed 
R. E. O’Connor to be manager of the 
West Coast territory. Mr. O’Connor ar- 


R. E. O'CONNOR 


rived in Los Angeles early in Novem- 
ber in time for the opening of the com- 
pany’s new office at 546 South Los An- 
geles Street, Los Angeles 13, Calif. 

Mr. O’Connor has been with the 
Compo Company for 18 years, first in 
Boston, and later in St. Louis, where 
he has been in charge of shoemaking 
for the past 10 years under John H. 
Devine, Western manager. 

The new Los Angeles office of the 
company will make it possible to give 
more efficient service to Compo li- 
censees on the West Coast, and will 
also have parts available for speedy 
servicing of Compo equipment. 

Many years ago Mr. O’Connor in- 
stalled the first Compo Conveyor in 
California, and as a result he has a 
host of friends on the West Coast. 
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Scotch Theme Used for Shoe Window 


Atlanta, Ga.—Scotch plaid and a pattern of exact symmetry artfully highlight 
the display of Keith Highlanders in this new window design of display manager 
Eugene W. Turner, of Muse's, here. The backdrop of Venetian blinds introduces an 


original note to the attractive display. 





Observe 10th Year 


Of Operation 


WInpsor, VT.—Among highlights of 
a joint community-industry celebration, 
here, in observance of 10th anniversary 
of The Windsor Manufacturing Corpo- 
ration, shoe products division subsidiary 
of The Goodyear Tire & Rubber Co., it 
was announced by F. R. Evans, produc- 
tion manager of the division, that the 
local plant had manufactured more 
than 450,000,000 pairs of rubber and 
Neolite heels in the decade of its exist- 
ance. The plant has worked 10 continu- 
ous years without an interruption of 
any kind. 

Windsor businessmen were hosts to 
plant and visiting officials at a noon 
luncheon; open house was observed at 
the factory where a special exhibit of 
rubber products was open to towns- 
people throughout the day; the factory 
was host at a dinner for local business- 


men in the evening, with forty-one 10- 
year employees as special honor guests 
and a dance for employees and towns- 
people concluded the day’s events. 

Company events of the program were 
under the direction of Mr. Evans, as- 
sisted by W. L. Hall, plant manager; 
W. E. Kavenagh, development manager; 
F. E. Joel, chief engineer; W. S. Edsall, 
chief chemist; H. L. Leigh, works ac- 
countant and Harvey Hutchins, person- 
nel manager of the Windsor plant. 


Announce End of 


Merger Plans 


ToLEDO, OHIO—J. D. Lippmann, 
president of Textileather Corporation, 
has announced termination of the con- 
templated consolidation of Textileather 
Corporation, and the Pantasote Cor- 
poration, Passaic, N. J. 

In August plans for the merger were 
announced. The dissolution of the 


plans, Mr. Lippmann stated, is com. 
plete and permanent, and both compa. 
nies will continue independent operg. 
tions as heretofore. 


Wellco Appoints Blackwood 
Eastern Sales Manager 


WAYNESVILLE, N. C.— Wellco Shoe 
Corporation has announced the appoint. 
ment of Henry S. Blackwood as sales 
manager for all eastern states for their 
Foamtread line of slippers, beach 


HENRY S. BLACKWOOD 


sandals and summer specialties. Mr, 
Blackwood was formerly manager of 
the shoe division of Waldes Kohinoor, 
Inc., and is well known to shoe retailers 
throughout the country. On Feb. 1 he 
is opening offices in the Empire State 
Building. 

Walter Kaufmann, veteran shoe man, 
assumes the role of sales manager for 
Wellco with headquarters at Waynes- 
ville. Mr. Kaufmann, under the direc 
tion of Leo Weill, president of Wellco, 
is now building a strong sales organiza- 
tion to service all Wellco accounts. 


Enlarges Facilities 


LOWELL, Mass.—The Chris Laganas 
Shoe Company is enlarging its manv- 
facturing facilities, adding considerable 
help to its roster. 





TWO GREAT VALUES IN MEN'S BOOTS 
SKI and CLIMBING BOOTS 


ARNOFF SHOE CO. 
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Rubber Soles 


Developed by U.S. Army 
Army retan uppers 
Grooved heels 
Leather gussets 
Felt innersoles 


Sizes 5 to 9/2, equivalent 
to standard 7 to 1/7, 


Widths C, D, E, EE 
3 4:75 


PAIR 


rubber 
Strong 
Laces 

2 pair 
Size ra: 
Packed 








WAR SURPLUS 


IMMEDIATE 
DELIVERY 


HUNT PAC 
Oiled Leather 


Leather Uppers, 
ed 


ttoms made of fine 
Felt innersoles worn over 


te case 





High Top 
Boots 


Water- 


Rawhide Leather 


of sox 
e: 6 to 13 
2 pair asst. sizes 





$ 4:65 


PAIR 








* 101 DUANE STREET * NEW YORK 7, N. ¥- 
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JOBS 


WE SELL 
QUALITY SHOES 


Quality Shoes Since 1932 


From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 


1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
Worth 2-5128-1 
79-81 Reade S?., New York 7, N. Y. 
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WOMEN'S SLIPPERS 





"TEA- TIMER" 


CALIFORNIA PROCESS 
WOMEN'S BLUE EMBROIDERED 
GORED BACK SLIPPER 

WITH HARD LEATHER 


F.0.B. CHICAGO 


ALSO SAME AS ILLUSTRATED 
#603 IN RED EMBROIDERED 


Sizes 4.9—Whole sizes 
18 pr. Minimum 
IN STOCK — Immediate delivery 





WeBREEN SHOE CO. INC. 


CHICAGO 6, ILL. 
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To Study European 
Market Conditions 


Boston, Mass.— William F. Mott, 
sales manager of the Darex Division 
of the Dewey & Almy Chemical Com- 
pany, flew to England recently for a 
six weeks’ market study of the Scan- 
dinavian countries, France, Belgium, 
Holland and Switzerland. He plans to 
spend some time with the European 
branches of the Dewey & Almy Chemi- 
cal Company, as well as to explore con- 
ditions generally. 

“Shoe manufacturing is again get- 
ting underway in Europe, and with our 
various branches now really staffed we 
are picking up the threads ‘of our 
foreign sales again,” Mr. Mott said. 
“Furthermore, I am just as likely to 
bring back good ideas from European 
manufacturers as I am to take ideas to 
them.” 

Mr. Mott expects to make the entire 
trip by plane. 


Tico Shoe Corp. Relocates 


New YorK—The Tico Shoe Corp., 
wholesalers of women’s shoes, is now 
serving customers in its new quarters, 
a five-story building at 143 Duane 
Street. The lease and fixtures of the 
building were purchased from the 
Morris Shoe Co. recently. 

Display and office space occupy the 
main floor of the structure, with the 
four floors above maintained for in- 
stock and reserve stock. The basement 
is equipped with chute and open bins 
for receiving and shipping. 

Organized early this year, the officers 
of the Tico Shoe Corp. are: Harry 
Cohen, credit manager; Max Belkin, 
in charge of sales; and Charles Stutz, 
buyer. All of the officers were for- 
merly associated with the Crescent 
Shoe Co. 





Broadway Star Previews 


A New Hit 


Baltimore, Md.—Elkan L. Ries, sales 
manager of D. Myers & Sons, Inc., shows 
two new Tailored Tred French Moderns 
to Joy Hodges, stage and radio star. 
“Soon,” Mr. Ries said, “American women 
everywhere will see these shoes adver- 
tised in the pages of leading fashion 
magazines." 
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MEN'S SNUGFIT RUBBERS 
Precess 


Asst. or solid sizes, small, 
medium and large. 

In stock. Write or Wire. 
AMERICAN SHOE Co. 

251 W. Jet. Ave., 
DETROIT 26, MICH. 
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WOMEN'S SLIPPERS 
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9114—All Over Black 


Plastic Patent; 


Soutache Braid 
Trim; 20/8 heel; 
leather sole. ‘ 


9115—Same 
with 17/8 
Cuban Heel. 


Sizes 4-9, 
M width 


35 


IN STOCK - IMMEDIATE DELIVERY 
. 


jee 


HOE COMPANY 











| Charles H. Altemus 


NEWARK, N. J.—Charles H. Altemus, 
who retired five years ago as treasurer 
of the Johnston & Murphy Shoe Com- 
pany of Newark, died in a private nurs- 
ing home in Bloomfield recently. He 
was born in Philadelphia and lived in 
Newark before moving to Hillside. He 
leaves two daughters, the Misses Helen 
Altemus of Bloomfield and Jeanette 
Altemus of Hillside and a son, William 
H. Altemus of Denville. 
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MOCCASINS 


arms a eid 


BROWN LEATHER UPPERS = 
BROWN ORTHOPEDIC RUBBER SOLES 


IMMEDIATE DELIVERY 


$2.00 
2.00 
1.80 


No. 1600 Men’s, Sizes 6-11, 6-12 
No. 1604 Women’s & Girls’ 4-9 
No. 1600 B Boys’ 1-5% 
Also Available in Better Grade 
Men's smooth leather—Brown 6-12 $2.40 
Women's & Girls’ Smooth Elk 
—Brown 
Women’s. & Girls’ Smooth Elk 
in White— January Delivery 4-9 
Packed 36 pairs to case 
Minimum Order 18 pairs 
Terms: Net 10 days F.O.B. N. Y. 


ALLIED FOOTWEAR COMPANY 


154 Duane Street New York 13, N. Y. 


4-9 275 | 
2.75 





Remodel Store 


BRYAN, TEXAS.— The Lewis Shoe 
Store at 105 North Main Street is be- 
ing remodeled, and a modern up-to-date 
front is being added. 


To Hold International 
Market Week 


Eu Paso, TexAs.—The first Interna- 
tional Market Week will open April 27 
in El Paso, Texas, and continue through 
April 29. The market will comprise 
three divisions, including “soft” and 
“hard” lines, with the third division 
devoted exclusively to products manu- 
factured in Mexico. 

Arrangements have been made with 
the United States Customs and Immi- 
gration Services to permit Mexican ex- 
hibits and exhibitors to cross the 
border for the market. 

The market will be held in the El 
Paso Coliseum. A total of 102 booths, 
ten feet square, will be constructed 
for exhibitors. One of the booths in the 
Mexican Division will be occupied by 
a customs brokerage firm to help 
American buyers of Mexican mer- 
chandise. 

International Market Week is being 
sponsored by a special committee of 
the El Paso Chamber of Commerce. 
James A. Dick, Jr., is the general 
chairman. 


Veteran Shoe Men Receive Gifts 


Charles E. Boersig, secretary of the Tober-Saifer Shoe Manufacturing Co. of $t. 
Louis, and Jack Salsman, St. Louis sales representative, are shown above receiving 
gold watches, in recognition of twenty-six years service, from Albert Saifer, presi- 
dent of the company, and A. E. M. Tober, treasurer. From left to right the men cre: 
Charles E. Boersig, A. E. M. Tober, Jack Salsman and Albert Saifer. 


Sr: Louis, Mo.—Concluding the an- 
nual sales meeting of the Tober-Saifer 
Shoe Manufacturing Co., here, two 
veteran employees, Charles E. Boersig 
and Jack Salsman, were honored at a 
recent company banquet in the Hotel 
Statler, attended by thirty sales repre- 
sentatives and the executives of the 
company. 

In recognition of their loyal service 
to the company, gold watches were pre- 
sented to the two men, each of whom 
have been associated with the Tober- 
Saifer Shoe Co. for the past twenty-six 
years. The presentation was made by 
A. E. M. Tober, treasurer of the com- 
pany. 

Salesmen attending were: Art Ber- 
gen, Nebraska and South Dakota; John 
Burns, New Jersey, Maryland, Con- 
necticut, Rhode Island, New Hampshire, 
Pennsylvania, Washington, D. C., New 
York and Vermont; O. M. Capshaw, 


Arkansas and Louisiana; E. R. Caudle, 
Iowa; George Cornwell, California; 
Harold Doughty, Arizona, New Mexico 
and Texas; Herman Feinstein, Texas; 
Phil Goldberg, Alabama and Tennessee; 
M. C. Hansen, Wisconsin and Michigan; 
Ben Mandel, Missouri, Tennessee and 
Kentucky; Lewis Manheim, Pennsyl- 
vania and West Virginia; Charles Man- 
sur, Texas; Allen McManus, Indiana; 
Sid Mendicino, Colorado, Wyoming, 
Utah, and Montana; Morris Muskin, 
Oklahoma and Texas; Morris Pollin- 
ger, Kansas; Harry Pope, Mississippi 
and Louisiana; Morris Rudolph, Mich- 
igan; George Rauk, Minnesota and 
North Dakota; Walter Roettger, Ohio 
and West Virginia; Sam Saifer, Ili- 
nois; Morris Rosen, Florida and Geor- 
gia; Jack Salsman, Missouri and ITli- 
nois; Harry Schaffer, North Carolina, 
South Carolina, Georgia and Virginia; 
Sidney Yawitz, Illinois. 





New Plant Opened 
In New Hampshire 


PortsMouTH, N. H.—A ceremony be- 
gun when Mayor Mary Dondero cut a 
shoestring, marked the official opening 
of the new plant of Yankee Shoe- 
makers, Inc., in the presence of more 
than 100 city officials and business 
leaders. The president of the new con- 
cern is Sam Smith, who is also head of 
the Sam Smith Shoe Corp. in nearby 
Newmarket. 

During the program, New Hamp- 
shire’s only woman mayor was pre- 
sented a pair of shoes which had been 
manufactured in the short period of 45 
minutes that she had been in the fac- 
tory building. 

Later, nearly 500 persons attended 
an “open house” in the new shoe fac- 
tory, and heard Mr. Smith, introduced 


by Frederick D. Gardner, president of 
the Portsmouth Chamber of Commerce, 
praise the efficiency of the city govern- 
ment in promptly accepting his bid for 
the factory property. 


Opens New York Office 


LAWRENCE, Mass.— Bolta Products 
Sales, Inc., distributors of patent plas- 
tics and embossed sheetings, has al- 
nounced the opening of sales and ware- 
house facilities in Manhattan. 

According to Daniel E. Hogan, Jr. 
vice-president, accelerated demand calls 
for increased speed in service. Thus 
the New York warehouses will carry 
inventory out of which spot shipments 
can be made. Curtis Cromwell is man 
ager of the Boltaflex Division of this 
New York branch which is located at 
45 West 34th Street. 
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HILDREN'S BOOTS 
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“CHICO” 


STOCK “CHICO” BOOTS AND PLEASE 
AMERICAN SMALLFRY. STURDY, 
WELL-CONSTRUCTED BOOT IN NAT- 
URAL LEATHER WITH CLEVER DE- 
SIGNS IN COLORS. a 









#129, Child's 
boot, sizes 8-2 
$3.25 


36 pairs per 
case 





F.O.B. 
BROWNSVILLE 
NET TEN DAYS 


Rio Grande Importing Co. 
BROWNSVILLE, TEXAS 
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CELLULOID SHOE FORMS 








Ladies’, misses’, children's, Infants’ — flesh 
color only, varied heel heights and sizes — 
Immediate delivery. 
Write for samples or details 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















Add Two Annexes to Plant 


LOWELL, Mass.—Two new annexes 
are being added to the plant of The 
American Hide and Leather Company, 
here. The company is going all-out on 
production. It has added many em- 
Ployees, and, it is understood, many 
more will be added in the near future. 

The Lowell plant was idle for many 
months, and its backlog is for many 
months ahead. The annexes will be 
devoted to salting and pits. 


Expands Facilities 


LOWELL, Mass.—The Cinderella Play 
Shoe Company is expanding its facili- 
ties, hiring much additional help. 
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Leather Featured in Unique Display 






































| Boston—The A. C. Lawrence Leather Company had a comprehensive products 


display recently at Boston's South Station, placed through the cooperation of the 
New England Council. Commanding especial attention was Lawrence mouton, 
shown In piece hangings as well as in women's coat, balanced in window setting by 
the men's outdoor jacket of suede. Finished leathers represented some of the 
various industrial offerings of Lawrence tannage of sheepskins, calfskins, analine 
cowhlde, side leather with the sheerling shown in toy animals. 





Have Most Successful 
Year in History 


St. Louis, Mo.—In a statement to 
125 executives of the Brown Shoe Com- 
pany’s plants in Missouri, Illinois, In- 
diana, Tennessee, Arkansas and New 
York, John A. Bush, president, said the 
company’s fiscal year, which ended Oc- 
tober 31, was the most successful in its 
67-year history, with a sales total of 
$54,966,255. 

Mr. Bush also told his executives 
that when price controls were taken off 
hides, they skyrocketed in price and 
shoes also went up. He pointed out, 
however, that shoe prices still are low 
in comparison with the prices of most 
apparel. 

Another speaker before the group 
was E. R. McCarthy, a vice-president, 
who discussed the company’s three new 
shoe factories—two in Tennessee and 
one in Arkansas. 





Tannery in the Sudan 


OMDURMAN, EGcypt—A token of com- 
ing industrialization in the hitherto 
“backward” areas of the world, the 
first mechanical leather tannery has 
been erected at Omdurman, near Khar- 
toum, in the Anglo-Egyptian Sudan, in 
Africa. It is regarded in Sudan as a 
hopeful precedent in the industrializa- 
tion of their country. 

The Sudan accumulates about 1500 
tons of hides and skins each year, al- 
most all of which (chiefly goat and 
sheep) were exported. An insignifi- 
cant proportion was tanned in the 
Sudan. The U. S. A. was the Sudan’s 
best customer for untanned skins. 

The management of the new me- 
chanical tannery has estimated its out- 


put for 1946 at 300 tons of local hides 
and skins, with 500 tons for the next 
year. 

Thus all the local requirements in 
leather, about 175 tons yearly, will be 
met and at a much cheaper price than 
before, because 1) double transport 
charges, for imports, are avoided, 2) 
the tannery’s expenses are cheaper 
than those in other countries, owing to 
the Sudan’s very low standard-of-living 
index. 

The Sudan will, in addition to sup- 
plying its own needs, be able to export 
tanned leather at competitive prices 
to Middle East countries and probably 
to the United States and India. 

The tannery has been installed with 
the help of Egyptian experts who will 
also work it for the time being. The 
Egyptians will teach Sudanese em- 
ployes how to work the machinery and 
the technique involved, and will later 
return home after having completed the 
instruction. 

The Sudan government has given its 
full support to the new tannery by giv- 
ing the proprietors priority on re- 
quired machinery, and further by 
awarding them the monopoly for me- 
chanical tanning. 





To Build Modern Factory 


BLUFFTON, IND.—After having sold 
their three-story brick building, here, 
the Culver Manufacturing Co., Inc., 
will construct a new modern shoe fac- 
tory one mile north of here at the junc- 
tion of State Roads 1 and 116. Produc- 
tion of shoes in recent weeks has been 
about 4000 pairs per week. The firm is 
contemplating changes which will in- 
crease this production to 6000 pairs per 
week or about 1200 pairs per day. 
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WORK SHOES 





Men’ s Steel Toe Safety Shoes 


Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechasetts 











MEN'S SHOES 








RUBBERS 


omer i ie 


RUBBER HEEL-STRAP OVERSHOES 
8O-LO Rubber overshoes are 100% pure 

neoprene latex rubber. 60¢ per pair. 
Packed 36 and 72 pairs to case. Two | 
sizes, small to fit size 6 shoe and 
under, and medium to fit size 6 
shoe and over. Order now by mail | 
or phone. 

GREENHOOD SHOE CO. 

121 West Main St. 
N ik, Va. 








Predicts Shortage 
Of Work Shoes 


CINCINNATI, OHIO—Milady need not 
fear a shortage of her fancy shoes, but 
her husband may have trouble in find- 
ing work shoes, an expert warned here 
on Nov. 20. 

He is A. H. Winhein, in charge of 
research for the International Shoe 
Company of St. Louis. Winheim ‘pre- 
sided over a meeting of the National 
Council of the American Leather 
Chemists. 

Main reason for the shortage of shoe 
leather is that England has cornered 
the hide market in Argentina and other 
countries, he said. Some relief can be 
expected since slaughtering has in- 
creased, he forecast. 
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‘ditioned shoe factories. 


Hobby Footwear to Open 
Factory in Passaic 


Passaic, N. J.—A new industry was 
added to Passaic’s diversified industries 
recently, with the acquisition of the 
12,000 square feet brick and glass mill 
building located at 47 Exchange Place 
hy Hobby Footwear Company, manu- 
facturers of women’s high-grade casual 
and dress shoes, 

The decision to locate here was 
arrived at recently by officials of the 
company, several of whom are resi- 
dents of Passaic, after having operated 
in New York City for several years. 
Eventually about 150 workers will be 
employed, and applications are now 
bein accepted from experienced shoe 
workers in this area. Plans for pro- 
duction of approximately 5,000 pairs 
of shoes daily is contemplated. 

Samuel M. LeVine, owner of Uncle 
Sam’s Shoe Stores, is chairman of the 
Board of Directors of this company. 
He announced that the factory will be 
equipped with the most modern equip- 
ment for manufacture of shoes, and 
will have every convenience for the 
health and safety of its workers, in- 
cluding one of America’s first air-con- 
A roof gar- 
den is being developed which workers 
can utilize during rest and lunch 
periods. 

Officers of the company are as fol- 
lows: Samuel M. LeVine, chairman of 
the Board of Directors; Sidney Jonas, 
president; Frank DeStefano, vice-presi- 
dent and cutting-room foreman; Irving 
Rosenberg, secretary, purchasing agent 
and general factory manager; Charles 
Novim, treasurer and factory superin- 
tendent; Samuel Patti, director and 
lasting-room foreman; Charles Katz, 
director and fitting room foreman; 
Jack Marmor, director and making 
room foreman; M. S. Long, director 
and sales manager. 


New Store Planned 


EAGLE Pass, TEXAS.— The Cannon 
Shoe Company has leased the store for- 
merly occupied by the Neuman Dry 
Goods Company at 214 Main Street and 
plans to establish a branch store there 
early in December. 


Not Affected by Coal Strike 


MANCHESTER, N. H.—Shoe factories 
and other manufacturing plants in New 
Hampshire had no fear of immediate 
curtailment of operations from the coal 
strike, it was shown in a survey. 

Most of the state’s factories, it was 
pointed out, use electricity for opera- 
tion and coal only to heat their 
buildings. 

At the same time, the state’s largest 
producer of electric power, the Public 
Service Co. of New Hampshire, re- 
ported that it had the limit of coal on 
hand permitted by the Solid Fuels Ad- 
ministration and was generating most 


of its power with oil-fired boilers, § 
was admitted, however, that a pm 
tracted strike would result in “brow, 
out” conditions, if necessary, to em. 
serve power. 


Shoe Factories Offer 


Vets Opportunities 


LOWELL, Mass.—GI veterans are find. 
ing in the shoe manufacturing indus. 
try an opportunity for good jobs, g 
survey here has revealed. Now that 
many veterans are eager for employ. 
ment they are answering calls by the 
shoe factories and many have beep 
hired. For many years the textile ip. 
dustry has been dominant in Lowell, 
but it is rapidly being supplanted by 
the ever-growing number of shoe fae. 
tories locating here. 


Dr. Scholl Announces 


Campaign 

Cuicaco, Inu.—The Scholl Mfg. Com. 
pany announced the release of a new 
advertising campaign for Dr. Scholl’s 
Zino-pads. Featuring the new theme— 
that sore toes (potential corns) are 
“Here Today . .. Gone Tomorrow” with 
the early application of pressure-and- 
friction-removing Zino-pads—advertise- 
ments will carry this message in lead- 
ing national magazines, through many 
top-flight radio stations and in more 
than 450 newspapers. The campaign 
has two objectives: (1) To make Amer- 
icans more keenly aware of the danger 
they run when sore toes are neglected; 
and (2) to tell foot sufferers of the pro 
tection offered by Zino-pads. 
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YANKEE SHOEMAKERS 


Have Openings in 
10 Territories for 


SHOE SALESMEN 


1. New England States; 2. Lower 
New Jersey and Pennsylvania; 3. 
Ohio; 4. Michigan and Indiana; 5. 
Delaware, Maryland, Virginia, West 
Virginia, Kentucky, Tennessee and 
North Carolina; 6. South Caroline, 
Georgia, Florida, Mississippi ond 
Alabama; 7. Illinois; 8. Wisconsin, 
Minnesota, North Dakota and South 
Dakota; 9%. lowa, Missouri, Kansas 
and Nebraska; 10. Texas, Louisiana, 
Arkansas and Oklahoma. 





Salesman must now reside within 
his territory. Write, giving complete 
details about your experience, 2 
ground, references, etc. All inquiries 
kept confidential. Address: 

Sales Manager, Yankee Shoemek- 
ers, Newmarket, New Hampshire. 
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Invincible Roll Setting Aluminum Eyelets (surface type) 
and Aluminum Blind Eyelets, in all standard colors and 
sizes, are available for prompt shipment. 


to the Retailer 


no embarrassment from rough inside surfaces when shoes 
are equipped with these eyelets. 


le the Consumer 


because they lie permanently smooth inside, stockings 
do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


WOMEN'S 


COLOR NUMBER 


Fiesta Wine 
Town Brown 
Russet 

Frappe Cocoa 
Wine Tone 
Cherry Red 
Amber Brown 


Black 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


1900 
1100 


302 
302 
1900 
600 
302 
100 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED | 








The following territories are now 
available to top-notch women’s foot- 
wear salesmen: 


Pennsylvania, Maine, Vermont, New 
Hampshire, Mississippi, Louisiana, Ar-, 
kansas, Oklahoma, Missouri, Kansas, 
Iowa, Nebraska, Wisconsin, Minnesota, 
South Dakota, New Mexico, Colorado, 
Utah, Idaho, Nevada, Alabama, Florida, 
Georgia, Tennessee, Delaware, New 
Jersey and the Hawaiian Islands. 


PRODUCT—‘Play-Mox"’, a quality, all- 
leather, soft-sole, Indian-style ladies’ 
moccasin made in full sizes and na- 
tionally advertised. 

Men selected must have excellent fol- 
lowing and be well established in the 
territory desired. In reply, advise how 
frequently and how thoroughly terri- 
tory is worked; how long you have 
worked the territory; lines represented; 
age: business and financial references. 


TRES HERMANOS, attention: 
LEONARD S. HARTMAN 
309 North Third Street 
Albuquerque, New Mexico 














SALESMEN 


To carry a line of Anierican and 
Canadian made camp Moccasins 
carried in-stock by a well-estab- 
lished distributor. This will be a 
very profitable sideline as nearly 
every Shoe Department is low on 
Moccasins. Give age and line you 
are now carrying. All correspon- 
dence confidential. 


Address Bex #346, e/e BOOT & SHOE RECORDER 
209 Se. State Street, Chicago 4, Il. 











ALESMEN TO REFRESENT LINE of 

Growing Girls Goodyear Welt Sport 
Strictly commission basis. Address: Box 
#B-410, care of Boot and Shoe Recorder, 10 
High Street, Boston 10, Mass. 


SALES REPRESENTATIVES WANTED 


To handle on commission basis the 
highest grade line of Men’s so-called 
Slip or Force lasted shoes in the 
market today. This is a natural for 
any salesman selling the highest grade 
department or Men’s Stores. Territory 
open in the Middle and Far Western 
States. 

Address 412, care BOOT & SHOE RECORDER 

10 High Street, Boston 10, Mass. 
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SHOE SALESMAN WANTED 


to represent outstanding Line Women’s Nov- 
elties, Sporte and Casuals. Territory is en- 
tire State of New York excluding New York 
City. Only experienced men should apply. 
Non-conflicting sideline can be carried. Please 
give full details first letter. 

KRISCHER, ROGERS & FISCHER COMPANY 
20 No. Fourth Street, Philadelphia 6, Pa. 











SALESMEN 


Go-getters, with large following in 
the Volume Trade. 


NEW YORKE’S NEWEST Wholesale 
Shoe Distributor of Women’s HIGH 
STYLED NOVELTIES, SPORTS— 
CASUALS—EVENING SHOES 

—in stock — 
for the following territories: 


Illinois, Wisconsin, and Minnesota; 
Iowa, Nebraska, North and South 
Dakota; Philadelphia, Baltimore and 
Washington; Missouri and Kansas; 
Louisiana and Arkansas; Indiana. 
Kentucky and Tennessee. 


In applying give details of other 
lines carried—References. All re- 
plies treated in confidence. 


Address 415, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 


SALESMEN WANTED 


To carry the well known “Little 
Judy” Line of Infant Shoes, as 
well as a full Line of Juvenile, 
Sport and Casual Shoes for 
growing girls. Following terrj- 
tories: Western Pennsylvania, 
Virginia & W. Va. Maryland, 
Washington & Delaware. Michi- 
gan, including Detroit. Tennes. 
see & Kentucky. 


PROMENADE SHOE CORP. 


118 West Broadway, New York 13, N. Y, 








SALESMEN WANTED 


Nationally Advertised Line of imported 

Raffia and Sisal Playshoes retailing at 

$6.95, $7.95. Our product is in demand 

and easy to sell. State qualifications 

and territory now covering. 

Address 440, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















FOUR CAPABLE AND 
EXPERIENCED LIVE WIRE 
SALESMEN WANTED 


To represent an old established nationally 
renowned corporation selling powerful line 
of all types Men’s, Boys’, Women’s, and 
Children’s Shoes and Rubber Footwear, 
plus a highly promotional spot line of high 
styled Casual Footwear, Sandals and Camp 
Moccassins. 
Four territories are open: 
1—Missouri, Kansas and Oklahoma. 
2—North Dakota, South Dakota and Ne- 
braska. 


3—Wisconsin, Minnesota and Iowa. 
4—Oregon, Washington and Idaho. 


Wonderful opportunity for unlimited earn- 

ings accorded the right executive type of 

young men. 

For further information write at once to 

General Sales Manager. 

Address 419, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 




















SALESMEN WANTED 


for high grade branded line of Dres 
Shoes. Casuals, Evening Slippers, 
Sandals and House Slippers for men 
and ladies. Following territories: 


TEXAS—OKLAHOMA 
VIRGINIA—WEST VIRGINIA 


State references, age, past experience 
and present line carried. Send recent 
photos. Only experienced men with 
personality, initiative and self com 
fidence should apply. We have follow: 
ing in the above mentioned States. 
Write in confidence, giving complete 
details about yourself. 


FRED JACOBS SHOE 
AND SLIPPER CORP. 
200 Church St., New York 13, N. Y. 











( 








for each insertion. 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.9 
hen a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. If advertiser’s own name and address is used, count each 
Classified advertising is payable in advance. 
advertising except for reguiar advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 

“a 


nal Advertisements for this page must be in our New York Office 10 days preceding publication date 


word (street number is one word) at word 
Send check or money order with your copy. No accounts are opened for 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





—— 


DISTRIBUTOR OF POPULAR 
PRICED 





WOMEN'S SHOES 


has wonderful opportunity for 
experienced salesmen with fol- 
lowing. 
Territories Open 
New England Michigan 


Mississippi 
Louisiana 


Give full particulars, lines pre- 
viously handled, now carried, 
etc. Ali replies confidential. 


Bex £443, BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











SHOE SALESMEN WANTED: Wholesale 
Shoe Firm with established accounts has good 
for men to carry Women’s Novelties. 

Sport Shoes. Territories open: Okla- 

i ndiana, Kentucky. Can be 


ticulars. Address #375, care 
100 East 42nd Street, New York 





SALESMEN WANTED 


ACTURER’S distributor Women’s 
‘ovelty Shoes has openings for Salesmen 
in the following States: Virginia, West 
Virginia, Kentucky, Ohio, Indiana, Lou- 
isiana, Texas, Florida, Oklahoma. State 
territory now covered, present line car- 
ried, references, age, family status. 








Address 433, care BOOT & SHOE Geconsen 
10 High Street, Boston 10, 





LESMEN: STITCHDOWNS, Factory 

direct; cases only; strictly commission basis 
Territories open, grouped as follows: 1. Texas, 

. Arkansas; 2. North Carolina, 

Carolina, Georgia, Florida. 3. Alabama, Louisi- 
ana, Mississippi. 4. a oe West 
Virginia. Write giving experien 
tory traveled, how Sento ¢ references. yo 
#379, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





Sstreduee be li LINE OR FULL TIME, 
1, selling Airstep Pads (shoe com 


la acer) to retailers. Liberal 
AIRS AD COMPANY, 509 Fifth Ave- 
nue, New York City. 





WANTED: EXPERIENCED TRAVELING 
SALESMEN .to sell established Women’s 


Send all inf 

° orma- 
: MR. IRA KATY, 65-36 Wetherol 
Sie, Forest Hills, Long Island, N. Y. , 





© CALL ON RETAIL AND D' - 
Tost STORE TRADE, on saaieies 
» for ae ~ Ategy of Women’s Casual 

to cover: Missouri, . 
Address #414, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y. 


EXPERIENCED SALESMEN WANTED to 
Sou ina, Virginia 





December 15, 1946 





EADING MIDWEST WHOLESALER’S 

Line of Casuals, Sport Shoes, and Slippers— 
Popular Priced—5% commission—established ac- 
counts throughout desirable territories open. Ad- 
vise in detail references and States you cover. 
Address care Boot & Shoe Recorder, 209 So. 
State Street, Chicago 4, Ill. 





WE HAVE AN OPENING FOR A COUPLE 
OF GOOD, EXPERIENCEI “RAVELING 
i calling on pe “hain 
Stores to sell a complete line of 

Infants’ to men’s and everythes, VO"Vtween, 

A sideline man or a man calling on retailers 
not considered. Apply by letter, giving full 
details; »ge, experience, firms you have worked 
for, as well as territory you are most acquainted 
with. Address # 417, care Boot & Shoe Re 
corder, 100 E. 42nd St., New York 17, N. Y. 





ELL KNOWN NOVELTY JOBBING 

LINE out of Boston, in business twenty-five 
years, interested in commission men covering 
Pittsburgh, Detroit, Cleveland, and New Eng- 
land areas. State age, experience, and lines 
carried. Address #421, care Boot & Shoe Re- 
corder, 10 High Street, Boston 10, Mass. 





HOE SALESMEN WANTED by Wholesale 

Distributor to carry Line of Popular Priced 
Women’s Sport Oxfords and Men’s and Boys 
Dress and Work Shoes—straight commission. 
Territories open: North and South Carolina, 
Florida and Georgia, Louisiana and Mississippi, 
Pennsylvania—Ohio—Virginia and West Coast. 
Answer territory desired and full particulars. 
Write #424, care Boot & Shoe Recorder. 10 
High Street, Boston 10, Mass. 





Ww )LESALER OF MEN’S AND GROWING 

GIRLS’ Goodyear Welt Shoes wants a 
salesman to travel Oregon, Washington, Idaho, 
Montana, Wyoming. Write giving age, ex 
ence and references. Address #426, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


EXPERIENCED SALESMAN to cover Ten- 

nessee, Kentucky, Virginia and West Vir- 
ginia, for well known manufacturer of Women’s 
Casual Shoes. Address #428, car Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
New York. 





ALESMEN TO COVER GOOD RETAIL- 

ERS AND DEPARTMENT STORES for 
manufacturer’s Line of Men’s Loafers, Sport 
Shoes, and Sandals. California Shoe Company. 
121 North Sth Street, Philadelphia, Pa. 


S HOE SALESMAN for Rhode Island, Con- 

necticut, Virginia, New York State, Penn- 
sylvania, Ohio, Indiana, Tennessee, Kentucky. 
Complete Line of Women’s NOVELTIES, 
SPORTS, ARCHES, EVENING SHOES. 
Main line or side line. References uested. 
Write or call at BENJAMIN WALK co., 
205 Essex Street, Boston, jusetts, 


ONLY THE BEST SALESMEN WANTED 

for Baltimore, Washington, Virginia, North 
and South Carolina. Well established following. 
Commission to start—drawing after ability is 
proved. Give full particulars in reply. A. 
MELTZER, 26-28 North Fourth Street, Phila- 
delphia, Pa. 











S ALESMEN WANTED to handle side line of 

quality calf, lizard, and snake handbags for 
high grade Women’s Shoe Stores. State ref- 
erences, territories covered, lines presently hand- 
ling. Address #431, care Boot & Shoe Recorder, 
209 So. State Street, Chicago 4, Ill. 





WHOLESALER OF MEN’S AND GROW- 

ING GIRLS’ Goodyear Welt Shoes wants 
a salesman to travel Eastern California; Ari- 
zona; New Mexico; Oklahoma. Write giving 
age, experience and references. Address #427, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





S ALESMEN WANTED by long established 

Chicago distributor of Women’s and Chil- 
dren’s shoes. For Wisconsin, Detroit and 
Michigan, Iowa, Nebraska, Colorado. Have no 
objection to men’s sideline. Liberal commission 
paid weekly. Must be hustler. Address #438, 
care Boot & Shoe Recorder, 209 So. State St., 
Chicago 4, Iil. 


S ALESMEN WANTED-— Sideline, Stitch- 

downs and Frewelts, popular prices. Shoes 
in stock; 5% commission; all territories. 
Address #442, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





ALESMEN: Experienced, with substantial 

following, wanted by manufacturer, to carry 
sideline of high-grade Leather Casuals, Wedgees, 
~ollege Heels. Southern territories open. Ad- 
dress # 444, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





SIDE LINE SALESMAN WTD. 








NEW QUALITY iMPORTED ENGLISH 
SHOE POLISH offered to shoe salesmen 
calling upon Jobbers, Chains, Deport- 
ment Stores, Retailers; liberal proposi- 
tion. 
JULIUS J. ROWEN COMPANY 
1991 Broadway, New York 23, N. Y. 








SIDELINE SALESMEN NOW SELL- 
ING FACTORY LINES, to carry Short 
Line of in-stock Men's, Boys’ and 
Women's Camp Moccasins. House 
Slippers and Children’s Shoes. Com- 
mission basis; Settlements twice 
monthly. State territory covered and 
other information. 


Address 407, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











GENEROUS COMMISSIONS ON ROLLA 
FOOT EXERCISERS for Sideline Sales- 
men; choice tegritories still open. FOOT 
CHOICE SHOES, INC., 105 Maple Street, 
Marietta, Ohio. 





SIDELINE SALESMEN WANTED 


by Wholesalers ~ te 
Chi saren’s Shoes ond stl 
following territories 
England, Mississ! 
Carolina. Virginia, ‘and Texas. 
POBEY SHOE COMPANY 
19 Hudson Street, New York City 











SIDELINE SALESMEN WANTED 


To handle as sideline on commission 
Juvenile Shoes for New York Wholesale 
House. Line includes high-grade pre-welts 
and three-sole stitchdowns. Representation 
wanted in West, South and Southwest. 
Address 423, care BOOT & SHOE RECORDER 





100 East 42nd Street, New York 17, N. Y. 








LEADING WHOLESALER, expanding, wants 

salesmen for children’s shoes and men’s cas 
uals. Many territories open to men with follow- 
ing. Address Box #445, care Boot & Shoe 
a me 100 East 42nd Street, New York 17, 





SIDELINE SALESMEN WANTED 


By manufacturer of Infants’ Pre-Welt 

Shoes, in-Stock proposition, selling to 

retail trade. West, Middle West, and 

Southern territories open. Commission 

5%. 

Address 487, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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SALESMEN WANTED 
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The following territories are now 
available to top-notch women’s foot- 
wear salesmen: 


Pennsylvania, Maine, Vermont, New 
Hampshire, Mississippi, Louisiana, Ar-, 
kansas, Oklahoma, Missouri, Kansas, 
Iowa, Nebraska, Wisconsin, Minnesota, 
South Dakota, New Mexico, Colorado, 
Utah, Idaho, Nevada, Alabama, Florida, 
Georgia, Tennessee, Delaware, New 
Jersey and the Hawaiian Islands. 


PRODUCT—‘Play-Mox”’, a quality, all- 
leather, soft-sole, Indian-style ladies’ 
moccasin made in full sizes and na- 
tionally advertised. 

Men selected must have excellent fol- 
lowing and be well established in the 
territory desired. In reply, advise how 
frequently and how thoroughly terri- 
tory is worked; how long you have 
worked the territory; lines represented; 
age; business and financial references. 


TRES HERMANOS, attention: 
LEONARD S. HARTMAN 
309 North Third Street 
Albuquerque, New Mexico 








SHOE SALESMAN WANTED 


to represent outstanding Line Women’s Nov- 
elties, Sports and Casuals. Territory is en- 
tire State of New York excluding New York 
City. Only experienced men should apply. 
Non-conflicting sideline can be carried. Please 
give full details first letter. 


KRISCHER, ROGERS & FISCHER COMPANY 
20 No. Fourth Street, Philadelphia 6, Pa. 























SALESMEN 


To carry a line of Amierican and 
Canadian made camp Moccasins 
carried in-stock by a well-estab- 
lished distributor. This will be a 
very profitable sideline as nearly 
every Shoe Department is low on 
Moccasins. Give age and line you 
are now carrying. All correspon- 
dence confidential. 

Address Box #846, ¢/e BOOT & SHOE RECORDER 

209 Se. State Street, Chicage 4, IIL. 


SALESMEN 


Go-getters, with large following in 
the Volume Trade. 


NEW YORKE’S NEWEST Wholesale 
Shoe Distributor of Women’s HIGH 
STYLED NOVELTIES, SPORTS— 
CASUALS—EVENING SHOES 


—in stock — 
for the following territories: 


Illinois, Wisconsin, and Minnesota; 
Iowa, Nebraska, North and South 
Dakota; Philadelphia, Baltimore and 
Washington; Missouri and Kansas; 
Louisiana and Arkansas; Indiana, 
Kentucky and Tennessee. 


In applying give details of other 
lines carried—References. All re- 
plies treated in confidence. 


Address 415, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 


SALESMEN WANTED 


To carry the well known “Little 
Judy” Line of Infant Shoes, as 
well as a full Line of Juvenile, 
Sport and Casual Shoes for 
growing girls. Following terrj- 
tories: Western Pennsylvania. 
Virginia & W. Va. Maryland, 
Washington & Delaware. Michi- 
gan, including Detroit. Tennes- 
see & Kentucky. 


PROMENADE SHOE CORP. 


118 West Broadway, New York 13, N. Y. 











SALESMEN WANTED 


Nationally Advertised Line of imported 

Raffia and Sisal Playshoes retailing at 

$6.95, $7.95. Our product is in demand 

and easy to sell. State qualifications 

and territory now covering. 

Address 440, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














ALESMEN TO REFRESENT LINE of 
Growing Girls Goodyear Welt Sport Types. 


Strictly commission basis. Address: Box 
#B-410, care of Boot and Shoe Recorder, 10 
High Street, Boston 10, Mass. 





SALES REPRESENTATIVES WANTED 


To handle on commission basis the 
highest grade line of Men’s so-called 
Slip or Force lasted shoes in the 
market today. This is a natural for 
any salesman selling the highest grade 
department or Men’s Stores. Territory 
open in the Middle and Far Western 
States. 

Address 412, care BOOT & SHOE RECORDER 

10 High Street, Boston 10, Mass. 











FOUR CAPABLE AND 
EXPERIENCED LIVE WIRE 
SALESMEN WANTED 


To represent an old established nationally 
renowned corporation selling powerful line 
of all types Men’s, Boys’, Women’s, and 
Children’s Shoes and Rubber Footwear, 
plus a highly promotional spot line of high 
styled Casual Footwear, Sandals and Camp 
Moccassins. 
Four territories are open: 
1—Missouri, Kansas and Oklahoma. 
2—North Dakota, South Dakota and Ne- 
braska. 





3—Wi in, Mi ta and Iowa. 
4—Oregon, Washington and Idaho. 


Wonderful opportunity for unlimited earn- 
ings accorded the right executive type of 
young men. 

For further information write at once to 
General Sales Manager. 


Address 419, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 











SALESMEN WANTED 


for high grade branded line of Dress 
Shoes. Casuals, Evening Slippers, 
Sandals and House Slippers for men 
and ladies. Following territories: 


TEXAS—OKLAHOMA 
VIRGINIA—WEST VIRGINIA 


State references, age, past experience 
and present line carried. Send recent 
photos. Only experienced men with 
personality, initiative and self com 
fidence should apply. We have follow: 
ing in the above mentioned States. 
Write in confidence, giving complete 
details about yourself. 


FRED JACOBS SHOE 
AND SLIPPER CORP. 








200 Church St., New York 13, N. Y. 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified headi . Minimum rate is $1.80 
for each insertion. hen a box number is desired, addressed to any of our etliecs, 12 words must be added for this and charged 
at the word rate. If advertiser’s own name and address is used, count each word (street number is one word) at word 

>. are [] A 


Classified advertising is payable in advance. Send check or money order with your copy. Noa 


advertising except for reguiar advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is £7.00 an inch with a maximum of 46 words per inch. 
all Advertisements for this page must be in our New York Office 10 days preceding publication date 


for 
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SALESMEN WANTED 


SALESMEN WANTED 
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DISTRIBUTOR OF POPULAR 
PRICED 


WOMEN’S SHOES 


has wonderful opportunity for 
experienced salesmen with fol- 


lowing. 
Territories Open 

New England Michigan 
New York Texas 
Ohio Kentucky 
Indiana Tennessee 
Illinois Alabama 
Wisconsin Mississippi 
Minnesota Louisiana 


Give full particulars, lines pre- 
viously handled, now carried, 
etc. All replies confidential. 


Bex £443, BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











SHOE SALESMEN WANTED: Wholesale 
Shoe Firm with established accounts has good 
opening for men to carry Women’s Novelties. 
79 and Sport Shoes. Territories open: Okla- 

Illinois, Indiana, Kentucky. Can be 
—~ A as side line or exclusively. Drawing 
account or commissions weekly. Give full par- 
ticulars. Address #375, care Boot & Shoe 
aaate, 100 East 42nd Street, New York 
17, N. Y. 





SALESMEN WANTED 


’8 distributor Women’s 
ovelty — has openings for Salesmen 
in the following States: bi West 
Virginia, Kentucky, Ohio, Indiana, Lou- 
isiana, Texas, Florida, Oklahoma. State 
territory now covered, present line car- 
ried, references, age, family status. 








Address 433, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 





SALESMEN: STITCHDOWNS, Factory 
direct; cases only; strictly commission basis 
Territories open, grouped as follows: 1. Texas, 
rkansas; 2. North Carolina, South 
Carolina, Georgia, Florida. 3. Alabama, Louisi- 
ana, Mississippi. 4. Tennessee, Virginia, West 
Virginia. Write giving age, experience, 
tory traveled, how traveled, references. ‘Address 
#379, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN— SIDE LINE ay ge = TIME, 
ty selling Airstep Pads (shoe com- 


veto) to retailers. Liberal commission. 
AIRS AD COMPANY, 509 Fifth Ave- 
nue, New York City. 





WANTED: EXPERIENCED TRAVELING 
SALESMEN to sell established Women's 
and Men’s Shearling Line of Slippers, excellent 
commission earnings. The following States open: 
Texas and Cs = terri California, 
Wi Oregon, M Arkan- 
sas, Oklahoma, dag North Dakota, South 
Dakota, Colorado, Nevada, Iowa, Idaho. State 
travel experience in detail. Send all informa- 
tion to: MR. TRA KATY, 65-36 Wetherole 
Street, Forest Hills, Long Island, N. Y¥. 





T° CALL ON RETAIL AND DEPART- 
MENT STORE TRADE, on commission 
is, for Manufacturer of Women’s Casual 

to cover: Missouri a. enamts. 
rder,, 
Street, New York 17, N. Y. 





EXPERIENCED SALESMEN WANTED to 
North and Sow ina, Virginia 
tila, for “wo — 

ddress #413, care 
+s a 100 East 42nd Street, 





EADING MIDWEST WHOLESALER’S 

Line of Casuals, Sport Shoes, and Slippers— 
Popular Priced—5S% commission—established ac- 
counts throughout desirable territories open. Ad- 
vise in detail references and States you cover. 
Address care Boot & Shoe Recorder, 209 So. 
State Street, Chicago 4, IIL. 





WE HAVE AN OPENING FOR A COUPLE 
OF GOOD, EXPERIENCE!, “RAVELING 

SALESMEN calling on Jobbers, jj ieee 
Stores to sell a complete line of tchde was fs om 
Infants’ to men’s and e between 
A sideline man or a man 

not considered. Apply by letter, » F— full 
details: age, experience, firms you have worked 
for, as well as territory you are most acquainted 
with. Address # 417, care Boot & Shoe Re 
corder, 100 E. 42nd St., New York 17, N. Y. 


ELL KNOWN NOVELTY JOBBING 

LINE out of Boston, in business twenty-five 
years, interested in commission men covering 
Pittsburgh, Detroit, Cleveland, and New Eng- 
land areas. State age, experience, and lines 
carried. Address #421, care Boot & Shoe Re 
corder, 10 High Street, Boston 10, Mass. 








HOE SALESMEN WANTED by Wholesale 

Distributor to carry Line of Popular Priced 
Women’s Sport Oxfords and Men’s and Boys 
Dress and Work Shoes—straight commission. 
Territories open: North and South Carolina, 
Florida and rgia, Louisiana and Mississippi, 
Pennsylvania—Ohio—Virginia and West Coast. 
Answer territory desired and full particulars. 
Write #424, care Boot & Shoe Recorder. 10 
High Street, Boston 10, Mass. 





Wh )LESALER OF MEN’S AND GROWING 

GIRLS’ Goodyear Welt Shoes wants a 
salesman to travel Oregon, Washington, Idaho, 
Montana, Wyoming. Write giving age, experi- 
ence and references. Address #426, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
vom iF. Be Ue 


XPERIENCED SALESMAN to cover Ten- 

nessee, Kentucky, Virginia and West Vir- 
ginia, for well known manufacturer of Women’s 
Casual Shoes. Address #428, car Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
New York. 


ALESMEN TO COVER GOOD RETAIL- 

ERS AND DEPARTMENT STORES for 
manufacturer’s Line of Men’s Loafers, Sport 
Shoes, and Sandals. California Shoe Company, 
121 North 5th Street, Philadelphia, Pa. 


HOE SALESMAN for Rhode Island, Con- 

necticut, Virginia, New York State, Penn- 
sylvania, Ohio, Indiana, Tennessee, Kentucky. 
Complete Line of Women’s NOVELTIES, 
SPORTS, ARCHES, EVENING SHOES. 
Main line or side line. References uested. 
Write or call at BENJAMIN WALK co., 
205 Essex Street, Boston, Massachusetts. 


NLY THE BEST SALESMEN WANTED 

for Baltimore, Washington, Virginia, North 
and South Carolina. Well established following. 
Commission to start—drawing after ability is 
proved. Give full particulars in reply. A. 
MELTZER, 26-28 North Fourth Street, Phila- 
delphia, Pa. 

















S ALESMEN WANTED to handle side line of 

quality calf, lizard, and snake handbags for 
high grade Women’s Shoe Stores. State ref- 
erences, territories covered, lines presently hand- 
ling. Address #431, care Boot & Shoe Recorder, 
209 So. State Street, Chicago 4, Il. 





WHOLESALER OF MEN’S AND GROW- 

ING GIRLS’ Goodyear Welt Shoes wants 
a salesman to travel Eastern California; Ari- 
zona; New Mexico; Oklahoma. Write giving 
age, experience and references. Address #427, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





Ne ange WANTED by long established 

Chicago distributor of Women’s and Chil- 
dren’s shoes. For Wisconsin, Detroit and 
Michigan, Iowa, Nebraska, Colorado. Have no 
objection to men’s sideline. Liberal commission 
paid weekly. Must be hustler. Address #438, 
care Boot & Shoe Recorder, 209 So. State St., 
Chicago 4, Ill. 


ALESMEN WANTED-— Sideline, Stitch- 
downs and Frewelts, popular prices. Shoes 
in stock; 5% commission; all territories. 
Address #442, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





SALESMEN: Experienced, with substantial 

following, wanted by manufacturer, to carry 
sideline of high-grade Leather Casuals, Wedgees, 
Zellege Heels. Southern territories open. Ad- 
dress # 444, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SIDE LINE SALESMAN WTD. 








NEW QUALITY IMPORTED ENGLISH 
SHOE POLISH offered to shoe salesmen 
calling upon Jobbers, Chains, Depart- 
ment Stores, Retailers; liberal proposi- 
tion, 

JULIUS J. ROWEN COMPANY 
1991 Broadway, New York 23, N. Y. 








SIDELINE SALESMEN NOW SELL- 
ING FACTORY LINES, to carry Short 
Line of in-stock Men's, Boys’ and 
Women's Camp Moccasins. House 
Slippers and Children’s Shoes. Com- 
mission basis; Settlements twice 
monthly. State territory covered and 
other information. 


Address 407, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











GENEROUS COMMISSIONS ON ROLLA 
FOOT EXERCISERS for Sideline Sales- 
men; choice tegritories still open. ‘OOT 
CHOICE SHOES, INC., 105 Maple Street, 
Marietta, Ohio. 








SIDELINE SALESMEN WANTED 


~ te Infants’ 








and Texas. Contact 


POBEY SHOE COMPANY 
19 Hudson Street, New York City 








SIDELINE SALESMEN WANTED 


To handle as sideline on commission basis 
Juvenile Shoes for New York Wholesale 
House. Line includes high-grade pre-welts 
and three-sole stitchdowns. Representation 
wanted in West, South and Southwest. 
Address 423, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











LEADING WHOLESALER, expanding, wants 

salesmen for children’s shoes and men’s cas 
uals. Many territories open to men with follow- 
ing. Address Box #445, care Boot & 
Recorder, 100 East 42nd Street, New York 17, 
2 





SIDELINE SALESMEN WANTED 


By manufacturer of Infants’ Pre-Welt 
Shoes, in-Stock proposition, selling to 
retail trade. West, Middle West, and 
Southern territories open. Commission 
5% 


Address 487, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 























LINE WANTED 


HELP WANTED LINE WANTED 











EXPERIENCED SHOE MANUFACTURER, AS 
GENERAL MANAGER to operate Men's and 
Women's Welt Factories located in Middle 
West City. This man must have complete 
knowledge of factory operations, leather, 
costs. Please write fully giving age, experi- 
ence and salary pane 


Address = care BOOT & SHOE ree 
100 East 42nd Street, New York | . ¥. 


Nathan Strauss of Miami, Florida 
P. O. Box 1887 
MIAMI, 11 


“SR ‘Id like TO ADD ONE LEADING MANUFACTURER’S 
+ LINE to represent in the SOUTHERN STATES. 
BETTER GRADE SHOES 


I am willing to visit you. Kindly contact my Miami address. Thanks, 











WANTED 


Experienced 
Model Cutter 


AND 


Pattern Man 


Splendid opportunity for man 
with good training and mod- 
ern ideas. Women’s footwear. 
Slip lasting experience help- 
ful but not essential. Give 
full personal history, stating 
experience and salary wanted 
in first letter. 


LaMARQUISE FOOTWEAR, INC. 


137 Varick St., New York 13, N. Y. 
’ 























SALES REPRESENTATIVE COVERING 
NEW YORK METROPOLITAN AREA 
seeks fast selling items; Widely acquainted 
hetter shoe stores. Address #435, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


POSITION WANTED | 


IRMER FITTING SUPERVISOR in larges 
Children’s Shoe Department desires = 
position; or Assistant to Buyer; or 
with Manufacturer. Single; 38. Address #48 
care Boot & Shoe 5 100 East ‘ad 
Street, New York 17, N. 








LINES WANTED 


SALESMAN WORKING TEXAS AND NEW 
MEXICO selling Shearling House Shoes wants 
Factory Line Lecther House Shoes, Casuals 
or Moccasins. 


W. L. PREWETT 


Springtown, Texas 





FOR LEASE 
SHOE DEPARTMENT FOR LEASE 


Completely furnished in Spartanburg, So 

Carolina’s largest and most modern Men's 

and Boys, Wear Store. Only successful 

operators with Standard Brand Lines will 

be considered. Write to 

ROBKIN & GELBURD STORE for DAD & LAD 
SPARTANBURG, S. C 














SHOE RETAILER LOOKING FOR A 

SUPPLIER WITH AN ADVERTISED; 
BRAND of Men's or Women's Shoes, 

Downtown Los Angeles location. Can 

use your line exclusively. 

Address Box #434, care BOOT & SHOE RECORDER 
5410 Wilshire Bivd., Room 307, Los Angeles 46, Cal. 

















SHOE DEPARTMENT 
AVAILABLE 


In store located near Philadelphia, Penn- 
sylvania. Women's Specialty Store doing 
volume business. Wonderful opportunity 
for real operator. Immediate action desired, 
Address 422, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














FOR SALE 


Fok SALE: INDUSTRIAL BUILDING, 
BROOKVILLE, INDIANA—3 story, heavily 
constructed, each floor, 10,449 square feet, heavy 
duty elevator, truck loading level all floors, 
railroad switchtrack. Ideal for clothing and 
shoe manufacturing. The Fifth Third Union 
Trust Company, D. E. Lutz, Real Estate De- 
partment, Cincinnati, Ohio. 











LINE WANTED 














HELP WANTED 


MAS EXPERIENCED IN SELLING AND 
PADDING CORRECTIVE SHOES, bet 
of references required; good salary and cm 


ESTABLISHED, AGGRESSIVE 
WHOLESALER, WITH NaA- FAMILY SHOE STORE FOR SALE— 











Seat and college town, 10,000 population, near mission. Pacific Northwest Coast City, medium 
FILIATIONS RELIABLE LINES. 
from active business. Stock-buyers need not 


fully equipped; modern fixtures; practically 
TIONAL DISTRIBUTION, IN- 
Indianapolis, 2% year remaining lease on flat size. Address 456, care Boot & Shoe Re 
percentage basis, including space for living corder, 5410 Wilshire Bivd., Room 307, Les 
apartment on second floor; 100% corner location. Angeles 46, Cal. 
EXCEPTIONAL OPPORTU- reply. Address Box #425, care of Boot & Shoe 
Recorder, 209 So. State Street, Chicago, Ill. 
NITY. 
Address #406, care BOOT & SHOE RECORDER, 


all new merchandise. Live, mid-west County 
TERESTED IN FACTORY AF- 
Will require about $12,000 cash. Owner retiring 
100 East 42nd Street, New York 17, N. Y. 





MERCHANTS’ NEEDS 











BUSINESS OPPORTUNITY 


HIROPODIST DESIRES TO INVEST 
MONEY and Services in Partnership with 
someone who has access to shoes, in order to 
open a retail store in New York City or State. 
Address #420, care Boot & Shoe - 
100 East 42nd Street, New York 17, N. Y. 











Pouy Cup 
for Price Th ckets 


ANTED, BY ESTABLISHED SALES- 
MAN, Manufacturer’s Line of Ladies’, 
Men’s, Children’s Shoes for Southern States. 
Address #432, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





OUTSTANDING, WELL KNOWN WE ARE LOOKING FOR AN EFFICIENT, 





TRAVELING SALESMAN, SOUTH- 

ERN STATES, INTERESTED MANU- 

FACTURER’S LINE OF BETTER 

GRADE WOMEN’S DRESS SHOES. 

Address 411, care BOOT & SHOE RECORDER 
100 East 42nd St, New York 17, N. Y. 











RELIABLE SHOE MANUFACTURER who 
could manufacture certain items Cali- 
fornia slip-lasted Women’s Shoes for us. 
Factories located in Midwest, South or 


New w England preferred. 
Box 429, sare BOOT & SHOE RECORDER 
Sito y Wilshire Bivd.. Room S07, Lee Angeles 48, Cal 








Available for shipment NOW. 
Order now for early delivery: 
M. D. POLLINGER ©0. 
Holland Bldg., St. Louis, Me 


———~ 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 





~~ MERCHANTS' NEEDS 





SHOE FORMS 


We have them for IMMEDIATE DE. 
LIVERY for Sling Type Shoes, 85¢ 


parole on request. Distributor in- 
quiries invited. 
FOOTWEAR SALES CO. 


322 W. Baltimore St., Baltimore 1, Maryland 








SHOE FORMS REFINISHED 
We repair and refinish Shoe Forms like new, 
at a great savings. Chain Stores by 
our service. Will refinish 2 pair FREE in new- 
est shades for approval. Samples returned 
with complete details 


SPRA-LAC REFINISHERS 





WANTED 
Small Shoe Chain or Individual 
Stores in North or South Caro- 
lina. 
Address 439, care BOOT & SHOE RECORDER 
100 East 42ad St, New York 17, HN. Y. 





J 
| 





WILL PURCHASE 


Entire or part interest Women’s Shoe 
Factory located in South-East or 
South-Central Pennsylvania. Approxi- 
mately 25,000 sq. ft. 


Address 441, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 








1215 Washington Avenue—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cash—eny quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 





5 Spring Street, Waterbury 22, C 











WANTED TO PURCHASE 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH - 


» SHORT LEASES ASSUMED 
YOUR NAMB AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 


New York City 
Phone BARCLAY 17-7887 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 
8B. SABIN 





98 DUANE ST. NEW YORK 7, M. Y. 
Telephone WOrth 2-2515 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtinndt 7-9878-0 








MOSINGER BROS. 





SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
Wire - ‘phone or write immediately 


be? by Se 


OVER A QUARTER CENTURY 


1235 WASHINGTON AVE. ST. LOUIS, MO. 








MY HOBBY 
Buying, Selling Shoes for 35 years. 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 
Reade Street 


Telephone: WOrth 


New York 7, WN. Y. 
2-906! 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
220 Shoes for Men, Women and 


FOR CASH 
BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone: Worth 2-4548 








BARIS BUYS 


Quality Shoes for Men, 
Wemen and Children 
FOR CASH. 

SARIS SHOE COo., Inc. 

2-5180-1 
79-81 Reade St., New York 7, M. Y. 























ANTED: Dinker Machine. Will pay 

price. Send all information to J. WIL . 
ae Santa Monica Blvd., Hollywood, Califor- 
nia. 





MERCHANTS’ NEEDS 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
rie are easily shrunk with- 
out harm. 


$45.00 


Curved type Iree 
Special combination offer $32.50 (fluids 
included in above prices). 


Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 BE. Gist Street, Indianapolis, Ind. 





MERCHANTS’ NEEDS 














iV ADVERTISING 
} je . 
oe a GQUTZEUE 


—here's how to get 


More Business! 


E Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled accordi to what 

ou want; wholesalers usually request 
Gest retail ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special 
offer 
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STOCK NO, 
Book of 1452 3500 


CEILING PRICE 


$4.50 


mark 726 pairs. OUR PRICE 
$4.50 


Actual size 





markers will 














HANDY PRICE STICKERS for 
SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


BOOT & SHOE RECORDER-—Merchants Service Dept. 
209 S. State St., Chicago, Ill. 


12 sheets 
gummed and per- 
forated to a book. 


1452 
Price Markers 


2 books: $3.50 
Check, M.O., or C.0.D. 








RETAIL $3.50 PAIR 
MEN'S SIZES—<é to 13 
WOMEN’S SIZES—4 to 10 169 E. Sixth St., St. Pow! 1, Mim. 


BUILD A PROFITABLE FOOT RELIEF 
BUSINESS—WITH SASCO PRODUCTS 


FIVE GOOD REASONS 


Why you should carry thi 
fast selling arch support, 
- Lowest priced quality ling 
. Longest profit line. 

- Genuine leather with 
sponge rubber inserts. 

. Stitched for added dura. 
bility. 

5. Adjustable for any condj- 
tion. 

Priced at $18.00 per dozen 

pairs, FOB factory. 


Jobbers write for detoils, 
SWANT ARCH SUPPORT 69, 














MERCHANTS’ NEEDS 








Fischer a Adjusting Bunion 
Relieves Pressure on Bunion, Pre- 
Preserves 


Ask Your Shoe Findings 
Jobber 
Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee {!. Wis. 








U. S. Rubber Restoring 
Malayan Plantations 


New YorK—The Malayan planta- 
tions of United States Rubber Com- 
pany are being rehabilitated at a cost 
of $3,000,000, and production during 
the fourth quarter of this year will 
total nearly 6,000,000 lbs., it was re- 
cently announced by Herbert E. Smith, 
president. 

This rubber, which is in the form of 
smoked sheet, the standard grade of 
dry rubber, is being produced at high 
cost and with improvised equipment, 
Mr. Smith said. 

As rehabilitation progresses, the com- 
pany’s plantations will be converted to 
the production of latex. Latex is the 
liquid form of rubber, preserved for 
storage and shipment, and concentrated 
for more economical handling and use. 
It is preferred for manufacture of many 
rubber goods. 

“However, it must be made clear that 
no latex will be available for shipment 
for some time,” Mr. Smith stated. “This 
delay is caused by the destruction of all 
former latex facilities and the difficulty 
of procuring necessary equipment under 
present conditions.” 

Mr. Smith said it is hoped that re- 
habilitation work will be 60 per cent 
completed in 1947, and 100 per cent 
completed by the end of 1948. “The 
company’s Malayan properties now con- 
tain 27,261 planted acres, 1914 acres 
having been destroyed during the war,” 
Mr. Smith said. “This remaining 
acreage will have a potential yield of 
900 Ibs. an acre, or double the yield of 
the average Malayan estate before the 
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Shoe Man Joins 
Einstein Foundation 


New York.—Abraham Shapiro, of A. 
Shapiro, inc., Boston shoe wholesaler, 
shown above with Dr. Albert Einstein ct 
the scientist's home in Princeton, N. J., 
has announced acceptance of the posi- 
tion of sponsor, in conjunction with the 
Albert Einstein Foundation, Inc., of Bran- 
deis University. The project is planned 
as America's first secular, quota-free 
educational institution to be operated 
under Jewish auspices. 





Japanese occupation. The increase will 
result from scientific methods of selec- 
tion, bud-grafting and manuring.” 

Chief cost items of rehabilitation are 
as follows: 

For field restoration, including clean- 
ing out undergrowth, thinning of re- 
planted areas, manuring, and repairs 
and replacements of roads, bridges and 
drains, $1,085,000. The 1914 acres de- 
stroyed during the war will not be re- 
planted at this time. 

To reestablish buildings and equip- 
ment for production of smoked sheet, 
$209,000. 

To reestablish buildings and equip- 
ment for production of latex, $638,000. 

For other buildings and facilities, as 
offices, dormitories, garages and power, 
$1,068,000. 

Regarding the company’s Sumatra 
plantations, Mr. Smith stated that no 





NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer. 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


junior Model for children $1250 


Available at special cooperative 
price if ordered through certeis 
shoe manufacturers — for this list 
and full details write to ....+ 


THE BRANNOCK DEVICE CO 
SYRACUSE 2, NEW YORK 





ie 





production is possible at the present 
time. 

“Conditions in Netherlands Indies are 
sti!l so unsettled that no survey party 
has, as yet, been permitted to visit out 
properties in Sumatra,” Mr. Smith said. 


Form New St. Louis Firm 


St. Louis, Mo.—Belma Shoe Mant 
facturers, Inc., 705 Chestnut Street, has 
been incorporated with $50,000 author 
ized capital stock by Carl Weber 
James F. Smith to conduct 4 
manufacturing business here. 


Boot and Shoe Recorder 
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Inc. 
aorian, a B., & Sons X-Ray =. 
ie tsagic Shoe 
ied Footwear Co. 


allPeece . ee 
‘Altschul, Julius, Inc. 
American Hi ide & reed Co.. 
American “Cork Co ** 
or ompan 
Arit Shoe Co... .106, 114, 119, 124, 126 


Baris Shoe Co., Inc 
Brannock Device Co. ee 
Bristol Mfg. Company .. 
Broitman-Gaffin Shoes, 


Cambridge Rubber Co. 
Saeitte, Sam, & Sons 

Camitta Shoe Company 
Cavalier Company . 


Cohan, William, Co. 

Colonial Tanning Co. . 
Compo Shoe Machinery “Corp. 
Conformal Footwear 

Conjor Shoe Co. 

Cross Country Casuals, Inc 
Curtis Shoe Company ... 


Danbury Rubber Co. .. s 

Darlington Fabrics Corp. .. 

Dewey & Almy Chemical Co. 
Douglas, W. L., Shoe Co. .... 
Drew Irving Corporation 


Edwards, J., & Co., Inc 


Firestone Rubber & Latex Peetusts 
Co. . 


Fischer “Mfg. Co. 
Fortune Shoes 


General Die & Stamping Co. 
Gerberich-Payne Shoe Co. 
Gerda Footwear Co., Inc. 
Gilbert Shoe Company . 
Goodrich, B. F., Rubber Co.. 
Goodwill Shoe Co. .. 

Green Shoe Mfg. Co. .. 
Greenhood Shoe Co. 

Gutmann & Co. 


Hale, Alfred, Rubber Co... 
Hampshire Textile Co. . 
Herbst Shoe Mfg. Co. 


ess, Harry 
Heywood Boot & “Shoe Co. 
Hobby Footwear, Inc. 
Holland-Racine Shoes 
Hood Rubber Co., 
Hotel Lennox .. . 
Hubschman, E., & Sons, Ine... 


Iselin, Wm., Co., Inc... 
Jackson, a. 


Jansen Shoe Co. 
Jarman Shoes . 
J. G. Furniture Co. 


Mfg. 
Sia fi 


Lamet, Irving, Shoe Co. 

Lawrence, A. C., Leather Go. 

Lederer Industries, Inc. ...... 
Levor, G,, & Co., I 

Lyons & Company 


Marathon Sporting S 
McB Shoe Ca & Shoe Co. 


Mishawaka Rubber & Woolen Mfg. 
Mohawk ‘Carpet ‘Mills 
osinger Bros. 


New ortkwert fis Wholesalers 
estern ath 
m er Co. betes 


Shoe 
on Industries - 


December 15, 1944 





GIVE YouR CHILD 
CORRECT BODY BALANCE 


DR. POSNER rnupsuanz 


HAS A HISTORY! 


Each stage of a child’s foot growth is matched by a scientific 
Dr. Posner shoe, especially designed for that stage. The 


Ritestart for the Pre-Walker and First-Stepper ... 
tific for the Pre-School and School Children.. 
Builder Shoe to help prevent Pronation.. 


the Scien- 
.the Muscle 
.the Teen-Type 


for the Style-Conscious Miss. Each shoe, built on the famous 
“Body Balance” Last, performs its own function all to insure 
the child proper fit and better bodily health. 


This completely balanced line “from crib to college days” is 
backed by one of the most powerful advertising campaigns 
in the Children’s Shoe Industry. 


You are part of this Dr. Posner’s history when you feature 


the Dr. Posner name. 


/ DR. A. POSNER SHOES, Inc. 


Executive Office: 137 Duane St., New York 13, N.Y. 


Factories: Allentown, Pa.; New Oxford, Pa. « Chicago Sales Office: 
Merchandise Mart, Room 1046 + Pacific Coast Sales Office: 
63 First St., Sar. Francisco; 824 So. Los Angeles St., Los Angeles 





Ohio Leather Co., The 
O’Donnell Shoe Co. .. 
O’Sullivan Rubber Co. 


Packard, M. . 
Pilot Shoe Co., The pe ‘a 
Pincus, Lester, Shoe Corp so 
Pollinger, M. D., Co. 
Posner, Dr. A., Shoes, - Inc.. 
Prima, Inc. 


Red Goose Shoes .. 
Republic Building ... 

Rio Grande Importing Co.. 
Rips Associates .. 
Roberts, Johnson & Rand 
Roger Kent Plastics 
Royal Footwear Co. 

Rubin, Irvin 

Rueping, Fred, Leather Co.. 


.114, 120, 


Sabin, B. 

Sandal-Craft xe 

Sandler of Boston . 
Saturday Evening Post 
Schaefer, Jack, & Associates 
Schiller’s Metlongs 

Selby Shoe Company 
Servus Rubber Co. ... 
Smeltzer, E. C., Co. 

Smith, Morris W. 





Stabilizer Co., The ... how 
Standard Supplies Co. . 
Surpass Leather Co. 
Swant Arch Support Co. 


Taylor, Thomas, & Sons, Inc.... 
Trimfoot Company . 
Trostel, Albert, & Sons. 


United Last Company ° 
United Shoe a Corp. 
32 121, 131, 138 
United States Rubber Co. inc. 
Front Cover 


Vincent Edwards & Co. 
Virginia Shoe Co. 

Volk, P. H., & Co., Inc.. 
Vosburg Foot Appliance Co. 


Walk-Over Shoes 

Weil, M. K., Shoe Co. 
Welleo Shoe Co. 

White, Ed., Jr., Shoes .. 
Wright, E. T., & Co., 


X-Ray Shoe Fitter Co... 


Yankee Shoemakers 
Young, Richard, Company 


Ziezel-Eisman 




















ALUMINUM 
TELESCOPIC EYELET 
AND WASHER 











| active sports put great strain on the 
lacing fittings of many types of athletic shoes. 
The GA Aluminum Telescopic Eyelet and 


Washer combination setting gives maximum 


strength where it is most essential for satisfac- 
tory service. No other eyeletting method 
approaches this combination setting for lasting 


CROSS SECTION DIAGRAM 
ronnie durability. 
STRENGTH OF SETTING 
Made in sizes suitable for both Men’s and 


Women’s athletic footwear. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON - MASSACHUSETTS 


Boot and Shoe Recorder 





